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What does your company do when it suspects the 
validity of a disability claim? Most companies order a 
Hooper- Holmes claim report. Experienced claim men know 
this is the quickest, cheapest and surest proceedure. 

The Bureau is “Claim Minded”. For thirty-two years it 
has been associated intimately with claim men and claim 
handling. From the Executive Staff down, the personnel 
of the Bureau is experienced in claim investigation, 
claim practice and claim lore. The organization has 
no counterpart anywhere, for there is no other service 
which has had the same opportunity to study, experi- 
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intelligent service for the investigation of life disability, 
accident and health and death claims throughout the United 
States and Canada. 

There is no substitute for knowledge and experience. 
There is no better advertisement than fine reputation. Ask 
the man who's bought one and you will have the best 
possible recommendation of Hooper-Holmes Claim Reports. 

The nationwide facilities of The Hooper- 
Holmes Bureau are devoted to the compiling 


of Moral Hazard Inspection Reports for in- 


ment and learn sound claim methods. The Hooper- wy ie Sara underwriting, credit, commercial 
Holmes Bureau offers a thoroughly developed, BR Se and employment purposes and claim reports. 


Established 1899 


THE HOOPER-HOLMES BUREAU, Inc. 
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Feverish Day in 
Life Insurance 


Some See Danger of Going to 
Extreme of Conserva- 
tism 


BIG SUM FOR EDUCATION 


Officials of Some Companies Declare 
That Field Men Have Been 
Forced too Much 


NEW YORK, Aug. 6.—The life in- 
surance situation throughout the entire 
country is feverish at present because 
the companies are being subjected to 
tests that they never have had before. 
In fact, life insurance is being subjected 
today to the supreme test. It is gratify- 
ing that legal companies are 
standing on solid foundations and while 
some of the stones may be loosened 
now and then there will be no collapse. 


reserve 


Need for Conservation Program 


The men who are looking ahead fear 
more than anything else a mental panic 
at home offices. By that they mean the 
danger of going to extremes of con- 
servatism after being ultra liberal. Life 
insurance production can be harmed 
very much by drastic action where a 
moderate policy might fill the bill and 
not cause an upheaval. Companies 
naturally went to the extreme during the 
heyday time by opening up in many di- 
rections and getting business on their 
books that should not be there. Every 
department of a company felt the effects 
of the boom. 


Some Major Problems 


One of the major problems before 
companies today is that of investments. 
How can money be invested to the best 
advantage to assure security and yet get 
areasonable return? Another big prob- 
lem is the underwriting of big risks or 
people carrying large amounts of insur- 
ance. Still another is the use of the 
disability clause. Another big — prob- 
lem is the saving of business on the 
books where the equity is almost or 
entirely exhausted by loans. 

The question of conserving business 
these days requires a program adopted 
that will reach out for considerable time 
and will not be confined to the year 
1931. The holding of business on the 
books is a question of primary import- 
ance before every home office these 
days because of the hundreds of thou- 
sands of policies that are involved and 
may be dropped or changed unless a 
comprehensive program is adopted. 


Result of Expensive Educational Plafs 


Another question that has come be- 
ore some of the companies is the prac- 
tical result of extensive educational pro- 
grams that have been put into effect at 
some head offices. Some companies have 
Spent large amounts of money and em- 
ployed high priced men to devise and 


The views of an important executive 
of one of the largest eastern companies, 
who prefers that his name not appear, 
are presented this week in the disability 
forum being conducted by THe NATIONAL 
UNpeRwRITER. This executive does not 
share in the radical attitude of many 
eastern executives, who are almost in a 
panic over the disability issue. He be- 
lieves that disability has a place in the 
life insurance contract and that the 
problems in this field are not insoluble. 
He makes a number of constructive 
suggestions. 

Also, this week, appear the views of 
W. T. Grant, president Business Men's 
Assurance; James F. Little, second vice- 
president and associate actuary Pruden- 
tial; a high official of a Canadian com- 
pany operating in the United States, 
who prefers anonymity, and the presi- 
dent of an Iowa company, who also de- 
sires that his name be withheld. 

The position of the executive of the 
large eastern company follows: 


Bad Experience Traced 
to Old Disability Item 


“Considering the present status of dis- 
ability benefits under life insurance con- 
tracts, it should be kept in mind that the 
unfortunate results shown in the gain 
and loss exhibits of many companies are 
not the reflection of business written 
under present conditions, but rather the 
result of methods of selection and of 
policy clauses that were in operation 
prior to the adoption of the present 
clause. 

“It has been said that, in connection 
with the disability benefit, there are only 
two kinds of companies—those that are 
losing money and know it and those 
that are losing money and do not know 
it. I admit the existence of two such 
groups of companies, but there is cer- 
tainly another group—the companies 
that are not losing money on disability 
or are losing only such amounts as may 
well be considered worth the advertising 
benefit of the clause to the company 
concerned. It is, of course, also true 
that the future experience under the dis- 
ability clause may be worse than we can 
now anticipate as! we have not yet come 
to the period where any considerable 
proportion of disability policyholders 
have attained the age at which disability 
coverage ceases. It would seem as if 
there must of necessity be at that time 
an increased claim ratio and that, as the 
business as a whole matures, what we 








(CONTINUED ON PAGE 20) 





might call the ‘standard loss ratio’ may 
be higher than it is today. 


Failure to Select With 
Care Is Showing Up 


“It is, of course, easy to criticize 
those who in the beginning were rather 
liberal in the selection of risks. Never- 
theless, in view of present day experi- 
ence and keeping in mind that this ex- 
perience is largely the reflection of pre- 
vious practices, I am of the opinion that 
the major factor contributing to the un- 
fortunate experience of these present 
times has been a failure to make the 
careful selection of disability risks which 
such business requires. There seemed 
to be a general feeling that, because the 








Friends of Disability 
Theory Found in Forum 


disability benefit was attached to a life 
contract, we could thereby eliminate 
some of the selection against the com 


pany which had evidenced itself when 
similar benefits were granted under 
standard health and accident forms. 


That, however, has not proven to be the 
case and when we keep in mind that 
some of the companies were granting 
non-cancellable health and_ accident 
benefits through their disability clauses 
to applicants who would not qualify in 
any well-managed casualty company for 
any of these benefits, it is not surpris 
ing that the results have been as they 
are. 

“Again, I believe that the introduction 
of the 90-day clause, especially with the 
dating-back feature, was a most unfor- 
tunate thing, and contributed largely 
and will continue to contribute to the 
losses for some time to come. 


Better Underwriting Is 
Paramount Necessity 


“Since the early part of last year the 
commissioners’ clause has been in gen- 
eral use and it is too early yet to have 
much idea of what the results will be 
under that clause. If methods of selec- 
tion are not improved, I do not think 
that even the modification of the new 
clause will help matters a very great 
deal. On the other hand, I do believe 
that in most companies methods of se- 
lection have been improved. Greater 
care has been taken in considering the 
occupation of the applicant and the rela- 
tion of the disability benefits granted to 
his own earning power and to the insur 
ance he carries in other companies. 

“Considerable restriction has been 
placed on the granting of this benefit to 


female applicants as the experience 
under this group has been somewhat 
untortunate. 


(CONTINUED ON PAGE 20) 





Black Estate Shrinks 
One-Third in a Year 


The estate of H. §. Black, New 
York capitalist and realty man 
who killed himself slightly more 
than a year ago, furnishes a strik- 
ing example of the shrinkage pos- 
sibilities in forms of property 
other than life insurance. The ap- 
praisal of his estate recently made 
by the tax commissioner’s office 
showed that the value of Mr. 
Black’s estate dropped from $15,- 
000,000 to $5,882,240 during the 
year that preceded his death. In 
contrast to this slump in values is 


his life insurance, which, of 
course, suffered no _ shrinkage 
whatever. 


The line of insurance carried by 
Mr. Black was the seventh largest 
death claim paid in the United 
States in 1930, according to the 
Life Payments Number of The 
National Underwriter, the amount 
being $1,097,728. 














State Officials’ 
Annual Meeting 


Program for the Insurance Com- 
missioners Convention at 
Portland, Ore. 


MANY SUBJECTS ARE UP 


Officers Announce the Speakers and 


Their Topics for the Big 
September Gathering 
Secretary A. S. Caldwell of the Na- 


of Insurance Com- 


mussioners announces the tentative pro- 


tional Convention 
gram for the annual meeting to be held 
the week of Sept. 14. 
Che itinerary for the trip, especially for 


at Portland, Ore., 


j the eastern, middle western 


those from 


and southern states has not been offici- 


ally announced. Commissioner Dunham 


of Connecticut is in charge of the east- 
The 


ern division. program is as fol- 


lows: 


Monday Morning, Sept. 14, 10 a. m. 


Meeting called to order by President 
J. G. Read 

Address of Welcome by Governor or 
Mayor 

Response to Address of Welcome by 
First Vice-President C. D. Livingston, 
Michigan 

President's. Address, Jess G Read 


Oklahoma 
Report 
Caldwell, 


of Secretary-Treasurer A S 


Tennessee 


Paper by Howard P. Dunham, Con- 
necticut 

Subject, “Examinations of Insurance 
Companies.” 

Discussion by W. A. Tarver, Texas; 
Harry W. Hanson, Illinois 


Monday afternoon devoted to commit- 


tee meetings or entertainment by local 
committees 
Tuesday Morning, Sept. 15, 10 a, m. 


S. Van Schaick, New York, 
of Underwriting Prac- 


by G 


Phases 


Paper 
“Some 
tice.” 

Dis by J. B. Thompson, Mis- 
souri; H. L. Davis, District of Columbia 

Paper by J. G. MeQuarrie, Utah; sub- 
ject, “More Uniformity in Department 
Rulings.” 

Discussion by C. T. Warner, Ohio; C. F. 
Armstrong, Pennsylvania. 

Tuesday afternoon to be 
local committee 

Wednesday Morning, Sept. 16, 10 a. m. 


ussion 


supplied by 


An executive session will be held, at 
which time each commissioner is_in- 
vited to bring up any subject for dis- 
cussion he may be interested in 

Wednesday Afternoon, 2 p. m. 

Paper on “Permanent and Total Disa- 
bility Coverage in Life Policies,” G. W 
Brown, Minnesota. 

Discussion by E. G. Lawson, West Vir- 
ginia; M. L. Brown, Minnesota 

Paper on “Importance and Need of 


Properly Qualified Agents,” C. C. Greer, 
Alabama. 
Discussion 


John C. Kidd, 


Thursday Morning, Sept. 17, 10 a. m, 
Report of Committees. 


by R. C 
Indiana. 


Clark, Vermont; 


Election of Officers, 
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Secretaryship Becomes 
Topic for Much Discussion 





SEVERAL CANDIDATES FOUND 





Number of Insurance Commissioners 
Are Backing A. S. Caldwell for 
the Permanent Official 





There has been much _ speculation 
since Insurance Commissioner A. 
Caldwell of Tennessee was struck by 
the political storm and dethroned as to 
the future policy of the National Con- 
vention of Insurance Commissioners as 
to its secretaryship. Mr. Caldwell was 
elected secretary to succeed Col. Joseph 
Button, former Virginia commissioner, 
who had held that office for many years. 
Automatically the secretary becomes 
chairman of the examination committee, 
the most important committee of the 
organization. The rules provide that 
the secretary’s office must be held by 
an active commissioner. Therefore, to 
establish a new policy and to elect as 
secretary a person who is not a com- 
missioner, would require a change in 
the rules which would not be difficult 
if that seems the best course to pursue. 


Assumed Greater Power 


The National Convention of Insur- 
ance Commissioners has assumed 
greater and greater power and influence. 
Many feel there should be permanency 
in the organization so far as the detail 
work is concerned. The secretary’s of- 
fice is the hub around which the wheel 
turns. When Mr. Caldwell was elected 
it was presumed that he would be in 
office for some years to come but the 
very fact that he is out shows the 
vicissitudes of a political office. Some 
have suggested that one of the high 
grade deputy commissioners, who is not 
likely to be affected by political changes, 
be chosen as secretary. Many are urg- 
ing that Mr. Caldwell be chosen as sec- 
retary and take care of the detail work 
of the body. Some are bringing out 
other candidates for the office who have 
been commissioners. 


Permanency Is Needed 


Many commissioners declare that at 
this time there should be something 
done to bring permanency to the exec- 
utive work of the organization, although 
it may seem desirable to make new ar- 
rangements regarding the chairmanship 
of the examination committee. Among 
those mentioned for the secretaryship, 
if it be made a separate office, aside 
from Mr. Caldwell, are Insurance Com- 
missioner Read of Oklahoma, who is 
now president of the convention; F. N. 
Julian, former Alabama commissioner, 
who is president of the Bankers Fire of 
Birmingham; C. C. Wysong of Indiana, 
former commissioner there, now an at- 
torney, who was president of the or- 
ganization; R. E. Daly, formerly Mis- 
souri deputy and now chief examiner in 
the Illinois department; Col. Joseph 
Button, former commissioner, former 
secretary, and others. The matter will 
come up at the forthcoming annual 
meeting at Portland the week of Sept. 
14. 


Additional Awards to Be 
Made in I. A. C. Competition 


NEW YORK, Aug. 6.—R. H. Pierce, 
chairman exhibits committee Insurance 
Advertising Conference, announces that 
there will be first and second honorable 
mention, in addition to the trophy, given 
in the A. CG. trophy competition. 
There will also be first and second hon- 
orable mention in the conservation cup 
competition, in addition to the cup for 
first prize. Those entering exhibits for 
the house organ competition have been 
asked to submit entries bound or in a 
binder so that they may be easily picked 
up and run through. 











Sheedy Has Sold 
Policy Each Week 
for 988 Weeks 


PITTSBURGH, Aug. 6.—P. : 
Sheedy, Pittsburgh, general agent of the 
Reliance Life, was honored for 20 years’ 
service at a meeting of the officials at 
the home office. Selling at least one life 
insurance policy each week for 988 con- 
secutive weeks or 19 years, is Mr. 
Sheedy’s record which authorities say is 
unequalled by any other life salesman. 

He was praised for his outstanding 
record by Executive Vice-president H. 
G. Scott, Vice-presidents O. M. Eakins, 
E, G. McCormack and L. P. Gregory, 
Manager H. T. Burnett of the western 
Pennsylvania department and General 
Agents James F. Malone, Saul Alexandre 
and A. T. Niness. D. G. Macpherson 
was in charge of the meeting at which 
Mr. Sheedy was presented with a con- 
gratulatory scroll. 

The first policy sold by Mr. Sheedy is 
still in force and on July 31 he sold an- 
other policy to his first policyholder, A. 
B. Cogsil, Pittsburgh. Mr. Sheedy has 
placed more than $13,000,000 of life in- 
surance with approximately 4,000 policy- 
holders. Each year he has been among 
the ten leading producers of the com- 
pany. 





Klingman Agency Rally 


ST. PAUL, Aug. 6—The annual 
agency meeting of the Klingman agency 
of the Equitable of New York will be 
held here Aug. 27-29. About 250 agents 
are expected to attend, coming from 
Minnesota, North and South Dakota. 
W. W. Klingman, vice-president of the 
Equitable, and Gage E. Tarbell, a di- 
rector, will attend. 





Special Problems Before 
Geographical Sections 


LIFE COMPANIES INTERESTED 





Some Talk of Middle Western Associa- 
tion Being Organized to Take 
Over Mutual Issues 





KANSAS CITY, MO. Aug. 6.— 
There has been talk from time to time 
among some of the life companies of 
various sections that have their own 
particular problems to organize regional 
associations. Even states may have spe- 
cial issues that are not found in other 
states. This led a few years ago to 
some of the states organizing either for- 
mally or informally associations of legal 
reserve companies. The Indiana com- 
panies have such an organization. The 
Michigan companies once did. The 
Texas companies endeavored to meet 
once in a while. The Association of 
Kansas Owned Companies is function- 
ing. 

Some of the executives say that there 
are national questions affecting insur- 
ance, sectional problems and state issues. 
For instance, in Kansas the life com- 
panies there are not interested in any- 
thing pertaining to railroad bonds be- 
cause the law only permits them to buy 
first mortgages, municipal and govern- 
ment bonds. There are peculiar sec- 
tional angles that have to be taken up. 
There has been some informal talk of 
the midwest companies getting together 
once in a while. Whether anything 
else will come out of it remains to be 
seen. 


Officers and employes of the Old Line 
Life of Milwaukee held their annual pic- 
nic Aug. 5. 











Leaders of Management Meet 








A. E. PATTERSON 


A. E. Patterson, who is chairman of 


the new management section to be in- | 


augurated at the Pittsburgh convention 


of the National Association of Life Un- | 
i A. Woods | 
agency of the Equitable of New York | 


derwriters, joined the 


at Pittsburgh when he was 20, remained 


14 years, and has hung up an enviable | 
He was sent to New York by | 
| cle’s offices for that company and be- 


record. 
the Equitable in 1922 and in three years 
built a $6,000,000 agency. 
he took over the Equitable’s largest 
agency in Chicago and in three years 
increased production 70 percent. As 
general agent of the Penn Mutual at 
Chicago he has built one of the com- 
pany’s largest agencies. He is presi- 
dent of the Chicago Association of Life 
Underwriters. 

J. S. Drewry, chairman of group 2 


Then in 1925 | 





J. 8. DREWRY 


in the group meetings at the manage- 
ment gathering, is head of a great Cin- 
cinnati agency which in the last four 
years has paid for $85,231,818 of busi- 
ness. He started 33 years ago at Chat- 
tanooga in the office of his uncle, 
Drewry & Rolston, general agency Mu- 
tual Benefit; went to Cincinnati in 1902 
as stenographer in another of his un- 


came office manager three years later. 
He started part-time selling in 1906, be- 
came a partner in 1914 and took over the 
Ohio agency in 1929 at his uncle’s death. 
He is one of the most capable and suc- 
cessful general agents in the country 
today. His paid production record of 
the last four years is: 1927, $20,742,698; 
1928, $22,560,930; 1929, $22,008,842; 1930, 
$19,919,348. 





Management Program 


at Pittsburgh Is Announced 





GROUP MEETING SUBJEcTs 


Ablest and Most Successful Genera) 
Agents to Contribute Views at 
September Gathering 





The complete program for the ney 
management gathering to be held Sept 
22 at the Pittsburgh meeting of the Na. 
tional Association of Life Underwriter; 
is made public this week. Alexander 
E. Patterson, general agent Penn My. 
tual in Chicago, is chairman. The gen. 
eral theme is “Workable Plans for Pres. 
ent Day Selling.” 

The morning program consists of 
separate addresses by well known men, 
The afternoon will be devoted to group 
meetings. There are two subjects for 
discussion, first, “Securing New Agents 
and Getting Them into Production 
Promptly,” and second, “Financing 
Agents and Their Business.” 


Handy Arrangement 


Due to the fact that the treatment of 
these matters differs, depending on the 
territory, the various meetings have been 
arranged so that those who attend may 
make selection in line with the problems 
which confront them individually, 

Chairman Patterson will convene the 
morning meeting at 9:25 and at 10 will 
introduce J. C. McNamara, Guardian 
Life, New York, who will speak on “An 
Agency’s Past, Present and Future.” 
J. M. Holcombe, Jr., manager Life In- 
surance Sales Research Bureau, js 
scheduled to talk at 10:45 on “Making 
the Business Stick.” 

The subject set for 11:30 is “Show- 
ing a Gain in 1931.” The speaker has 
not yet been selected. 


Group Meetings Program 


The group meetings will follow 
luncheon. C. H. Poindexter, North- 
western Mutual, Kansas City, is chair- 
man of group 1, comprising agents from 
rural cities with populations up to 50- 
000. J. S. Drewry, Mutual Benefit, 
Cincinnati, is chairman of group 2, made 
up of agents of urban cities with popu- 
lations 50,000 to 75,000. S. T. Whatley, 
Aetna Life, Chicago, heads group 3 of 
metropolitan agents in cities of 750,000 
or over. The three chairmen will in- 
troduce the subjects and speakers. 

The first session of all three groups 
will run from 2 to 3 o’clock on the sub- 
ject, “Securing New Agents and Get- 
ting Them into Production Promptly.” 
W. L. Boyce, Equitable of New York, 
Syracuse, will address group 1; Homer 
Rogers, Equitable of New York, Indi- 
anapolis, group 2, and Charles De Long, 
Mutual Benefit at New York, group 3. 


Discuss Financial Side 


The second period of meetings will 
be held between 3 and 4 o'clock on the 
subject, “Financing Agents and Their 
Business.” The group 1 speaker has 
not been selected. Gordon Campbell, 
Aetna Life, Little Rock, will address 
group 2 and C. B. Stumes, Penn Mv- 
tual, Chicago, group 3. 

The speakers will take 15 minutes and 
then 45 minutes will be devoted to dis- 
cussion. 

The entire management section then 
will reconvene at 4 o’clock when Clif- 
ford McMillen, Northwestern Mutual, 
New York City, will speak on “Keeping 
an Agency Stimulated.” 

The management section is expected 
to be one of the most interesting high- 
lights of the Pittsburgh meeting and 
leaders believed it is a feature which 
should be made a fixture in the National 
meetings. 





An executive session of district 
perintendents of the Western 
ern Life, from various parts of 
try, was held at the home offi 
cinnati last week. 


the coun- 
ce in Cin- 
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Indianapolis Life 
Quits Disability 


President Manly Announces Cessa- 
tion of Sale of Income 
Feature 


ALWAYS OPPOSED TO IT 





Company Not in Red Because of Dis- 
ability But Step Taken to Avoid 
That Consequence 





Directors of the Indianapolis Life 
unanimously have adopted a resolution 
discontinuing the issuance of income 
disability. In a communication, inform- 
ing agents and policyholders of this 
action, President Frank P. Manly de- 
clared that the Indianapolis Life never 
favored entering the income disability 
field, that life insurance companies are 
not equipped to handle claims where 
interpretation and adjustment are in- 
yolved; that, although disability was 
used throughout the country as a lead 
in selling life insurance, only 2 percent 
of the Indianapolis Life issued business 
carries income disability; that the In- 
dianapolis Life is not in the red because 
of disability but that the coverage is 
being eliminated so that that condition 
will not arise. _ ‘ 

Recently Daniel Boone, president of 
the Midland Life of Kansas City, an- 
nounced that his company had discon- 
tinued the sale of income disability. One 
of the largest companies in the middle 
west a few weeks ago sent a long com- 
munication to agents, urging them to 
confine their disability sales to the 
waiver of premium feature. 


Manly’s Letter to Agents 


Mr. Manly’s communication to agents 
and policyholders follows in part: 

“We never favored the idea of a mu- 
tual life insurance company entering the 
non-cancellable health and accident busi- 
ness. This company was organized by 
experienced life men as a life company, 
to provide safe life and endowment in- 
surance at a low cost, by careful, in- 
telligent management. We had no 
thought of accident and health insur- 
ance, and no training in that business. 

“The life insurance business is clearly 
defined. It is based on sound mathe- 
matics; encouraged and fostered by 
wise legislation and established business 
practices. It is affected but little by 
ordinary changes. It is created by the 
united savings of sixty millions of Amer- 
ican men, women and children, pri- 
marily for the preservation and per- 
petuation of the home, and no other 
business is so firmly established in the 
confidence of our people as this greatest 
of all social economic systems. 


Not Opposed to A. & H. 


“We were not, we are not, opposed 
to accident and health insurance. We 
are leaving that service to health and 
accident companies, with their trained 
Organizations for that difficult and un- 
certain work, an entirely separate busi- 
ness, requiring an altogether different 
state of mind. When a claim arises in- 
volving only life or endowment, there 
is little or nothing to argue about or 
adjust. With health or accident, much. 
It is all a matter of interpretation and 
adjustment. Life companies are ‘not 
equipped to deal efficiently with the 
Problems involved. 
A Even companies like the Travelers, 

etna and Pacific Mutual, with their 
Separate trained, experienced depart- 
i have their serious griefs and 
Osses.- Health and accident companies 








Successful Candidates for 
Chartered Life Underwriter 








Dean S. S. Huebner of the American 
College of Underwriters announces 
the names of those who passed the 

U. examination in June. There 
were 640 applications, almost twice 
those of June, 1930, when there were 
334. Of this number 521 presented 
themselves for the examinations. Of 
the number taking the examination 187 
completed all the examinations and of 
this number 166 were given the degree. 
The following is a list of the 187 can- 
didates who completed all the exam- 
inations: 

J. F. Adams, agency secretary, North- 
western National Life; Benjamin Alk, 
agent Penn Mutual Life, New York City; 
A. H. Allison, agent Bquitable Life of 
Iowa, Philadelphia; N. E. Andersen, 
agent Mutual Benefit Life, Chicago; E. L. 
Anderson, manager Travelers, Balti- 
more; O. E. Anderson, agent Mutual Life 


of New York, Portland, Ore.; J. W. Aus- 
tin, assistant general agent, Massachu- 
setts Mutual, Cincinnati; C. H. Auten, 
agent Northwestern Mutual, Chicago; 
Cc. F. Axelson, agent Northwestern Mu- 
tual, Chicago. 
* * * 
J. A. Bacon, agent Northwestern Mu- 


tual, Los Angeles; B. H. Badenoch, agent 
Northwestern Mutual, Chicago; W. G 
Bedford, agent Northwestern Mutual, 
Philadelphia; R. E. Benjamin, field man- 
ager Massachusetts Mutual, Worcester, 
Mass.; F. H. Biederstedt, agent Provi- 
dent Mutual, Syracuse, N. Y.; H. J. Bige- 
low, agency supervisor Mutual Benefit, 
Syracuse, N. Y.; C. A. Blatchley, mana- 
ger Union Central, New Rochelle, N. Y.: 
W. lL. Boyce, agency manager Equitable, 


N. Y., Syracuse, N. Y.; A. F. Breher, 
agent Northwestern Mutual, St. Paul; 
Cc. E. Brewer, Jr., agent Mutual Benefit, 


New York City; L. W. Brown, Jr., agent 
Provident Mutual, Baltimore; Hazel T. 
Brumbaugh, agent Equitable, N. Y., 
Pittsburgh; F. J. Budinger, general 


agent Franklin Life, Chicago; W. C. 
Butler, general agent Bankers Life of 
Nebraska, Chicago. 

* * * 


G. F. Cadisch, director school of busi- 
ness administration, State College of 
Washington, Pullman, Wash; G. T. Car- 


lin, educational director Central Life of 
Des Moines; H. A. Carr, insurance 
broker, New York City; J. B. Cary, 
agent Penn Mutual, Richmond, Va.; 
F. L. Cassidy, assistant manager Pru- 
dential, Seattle; P. F. Clark, general 
agent John Hancock Mutual, Boston; 
T. J. Costigan, agent National Life of 


Vermont, Boston; W. E. Cox, agent Pru- 


dential, Pittsburgh; G. W. Crongeyer, 
supervisor Guardian Life, New York 
City. 


A. M. Davis, agent Provident Mutual, 
Los Angeles; J. E. Davis, associate H. W. 
Abbott agency, Massachusetts Mutual, 
Pittsburgh; R. D. Deacon, agent Sun 
Life, Seattle; Hector Dodds, agent 
Northwestern Mutual, Chicago; C. S. 
Dow, agent Northwestern Mutual, Wash- 
ington, D. C. 


*x* * * 
H. E. Everding, instructor of insur- 
ance, University of Pennsylvania 


c. J. Fecher, agent New York Life, 
Dayton, O.; H. B. Fisher, district mana- 
ger Union Central, Saginaw, Mich.; H. P. 
Foust, general agent Massachusetts Mu- 
tual, Greensboro, N. C. 

H. E. Gaddis, agent Northwestern Mu- 
tual, Chicago; Jordan Gauthier, general 
agent Reliance Life, Philadelphia; I. S. 
Goldman, agent Sun Life, Philadelphia; 
J. H. Goodwin, assistant agency mana- 
ger Equitable N. Y., Los Angeles; J. V. 
Gridley, agency manager Connecticut 
General, Boston; B. H. Groves, assistant 
manager Travelers, Chicago. 

*x* * * 

H. H. Hallin, agent Massachusetts Mu- 
tual, San Jose, Cal.; R. S. Harris, agen 
Northwestern Mutual, Chicago; W. E. 
Hays, agent Mutual Life of New York, 
Santa Ana, Cal.; B. A. Hedges, general 
field supervisor Business Men's Assur- 
ance, Kansas City, Mo.; A. D. Hemphill, 
agency manager National Life U. S. A., 
Hayes, Kan.; P. E. Hilbert, district man- 
ager Equitable Life N. Y., Altoona, Pa.; 
H. R. Hill, agency supervisor Life of 
Virginia, Richmond; W. N. Hiller, agent 
Penn Mutual, Chicago, Thomas Hughes, 
general agent Equitable of Iowa, Erie, 
Pa.; E. A. Hummel, agent Provident Mu- 
tual, Providence, R. I 





(CONTINUED ON PAGE 13) 





A. S. Ingersoll, assistant to general 





agent Mutual Benefit, Chicago; R. F. 
Ives, agent Massachusetts Mutual, Cin- 
cinnati. 


G. M. Jacobs, superintendent agency 
service department Northern Life, Seat- 
tle; R. G. Jones, agency secretary New 
World Life, Seattle. 

S. J. Katzman, agent New York City; 
R. W. Kauble, general agent Midland 


Mutual, Marion, O.; H. R. Kaufmann, 
agent Northwestern Mutual, Minneapolis; 
Frank Kelsey, manager Phoenix Mutual, 
Syracuse, N. Y.; William Kendall, Jr., 
agent Massachusetts Mutual, Baltimore; 
S. A. Kent, assistant manager Pruden- 
tial, Chicago; C. R. Kimber, assistant 
agency manager Equitable N. Y., Phila- 
delphia; Alvin Kingsbacher, agent 
Equitable Life N. Y., Los Angeles; C. W. 
Kirkpatrick, agent Northwestern Mutual, 
Waterloo, Ia.; B. F. Knapp, agent Trav- 
elers, Buffalo; A. M. Koon, agent Equita- 
ble Life N. Y.; Bloomington, Ind.; E. A 
Krueger, manager field service division 
State Life, Indianapolis; A. H Krug, 
agent Massachusetts Mutual, Baltimore; 
Miss Ione S. Kuechler, agent John Han- 
cock Mutual, San Francisco; R. B. Kuhns, 


assistant superintendent of agencies 
Peoples Life of Frankfort, Ind 

R. E. Larson, assistant state manager 
Central Life Ia., Madison, Wis.; T. A 
Lauer, district agent Northwestern Mu- 
tual, Joliet, Ill.; A. J. Lehman, agent 
Union Central, Cincinnati; G. H. Littell, 


agent Northwestern Mutual, Chicago; 
R. C. Lowes, state manager Lincoln Na- 
tional, Peoria, Ill.; R. C. Lowes, Jr., field 


supervisor Lincoln National, 
* * * 


Peoria, Ill 


R. P. McCasky, agent Mutual Benefit, 
Chicago; R. N. McCord, general agent 
National Life of Vermont, Los Angeles; 


H. B. McElrath, agency assistant Mis- 
souri State, Los Angeles; Max McKay, 
agent Massachusetts Mutual, Bay City, 
Mich.; J. T. McKee, agent Reliance Life, 
Florence, Ala.; W. E. McMicken, agent 
Prudential, Seattle; R. S. Maechtel, 
agency supervisor Guardian Life, New 


York City; J. R. Mage, agent Northwest- 
ern Mutual, Los Angeles; J. A. Marr, as- 
sociate general agent, State Mutual Life, 
Chevy Chase, Md.; A. I. Mayer, Jr., agent 


Provident Mutual, Cincinnati; W. W 
Meigs, agency supervisor New England 
Mutual, Chicago; H. W. Meyers, agent 
Aetna Life, Los Angeles; R. R. Mills, 
agent Equitable N. Y., Bloomington, 
Ind.; A. W. Moore, general agent New 
England Mutual, Philadelphia; Cc. G 


Moore, field assistant Equitable N. Y., 


Pomona, Cal.; F. G. Morss, Jr., agent 
Sun Life, Philadelphia; J. S. Munro, ex- 
ecutive secretary Boston Life Under- 
writers Association. 


k 


' *x* * 
M. C. Nicholl, agent New England Mu- 


tual, Baltimore; D. C. Niles, supervisor 
John Hancock Mutual, Hartford; E. C 
Noyes, agent Massachusetts Mutual, 


| Akron, O.; H. E. Nyhart, assistant agency 


manager Equitable, N. Y., Indianapolis 


H. F. Oates, agent Northwestern Mu- 
tual, Chicago; M. R. Orr, associate gen- 
eral agent Massachusetts Mutual, Phila- 


delphia; J. A. Otto, agent Mutual Benefit, 
Chicago. 

M. B. Parsons, agent Mutual Benefit, 
Chicago; G. S. Perrin, agent Lincoln Na- 
tional, San Antonio, Tex. 

(CONTINUED ON PAGE 13) 





Cancer and Deaths from 
Violence Show Increases 








NEW YORK, Aug. 6.—Deaths from 
tuberculosis and diphtheria showed a 
marked decline in the first six months of 
1931 as compared with the same period 
of last year, although there has been a 
rise in the cancer rate as well as in dia- 
betes and heart and cerebral disorders, 
according to the Metropolitan Life. 

The report says that while the death 
rate for industrial policyholders west of 
the Rocky Mountains has decreased 6.3 
percent as compared with 1931 and 8.2 
percent in Canada, the rate has in- 
creased 2.6 percent east of the Rockies. 


“The situation with respect to can- 
cer is particularly disturbing,” the re- 
port states. “In the field of violent 


deaths, the mortality rate for suicides, 
homicides and automobile accidents has 





risen somewhat.” 


Billion Mark in 
Payments Passed 


Travelers Its Losses 


Since Commencement of 


Analyzes 


Business in 1864 


HALF UNDER LIFE FORMS 


Liability and Auto Accident Benefits 
$98,000,000; Compensation $163,000,- 
000; Liability $131,000,000 


The billion dollar mark in payment of 
claims under all forms of insurance con- 
tracts since it started writing business 
has been passed by the Travelers, ac- 
The 
averaging 


cording to official announcement. 
Travelers is paying benefits 
$100,000,000 a year. 

More than half a billion dollars have 
been paid under life insurance policies 
for death and injuries, while more than 
$400,000,000 have been paid under casu 
alty contracts. More than $317,000,000 
has been paid under life contracts be- 
cause of death. More than $191,000,000 
has been paid in benefits to living life 
policyholders, of which amount $51,000,- 
000 represents matured endowments and 
payments under annuity contracts. 


Accident Benefits 


The Travelers has paid out more than 
$98,000,000 in accident benefits, of which 
$36,000,000 was paid to beneficiaries as 
the result of death to policyholders. 
More than $29,000,000 has been paid out 
under health contracts. 

More than $163,000,000 has been paid 
for compensation claims. The Travelers 
points out that although compensation 
benefits have only been paid for 20 
years, the total benefits under this item 
amount to more than 38 percent of all 
the casualty claim payments of the 
Travelers covering the hazards of life 


Liability and Auto Payments 


The total claim payments for liability 
and automobile liability have been 
nearly $131,000,000. Automobile prop- 
erty damage and collision payments have 
amounted to $36,000,000, while automo- 
bile fire, theft and tornado payments 
have amounted to more than $4,000,000. 
The Travelers finds that it is paying an 
average of $55,000 for each business day 
of the year because of automobile acci- 
dents. 

More than $9,000,000 has been paid 
under burglary contracts. 

The Travelers Fire has paid out $17,- 
000,000, of which 19 percent was in con- 
nection with automobile. Losses under 
aircraft fire, theft and crash account for 
$21,000 of the total payment. 

During the first year of business of 
the Travelers in 1864, total claim pay- 
ments amounted to $427, while last year 
they were more than $105,000,000. The 
Travelers predicts that the second bil- 
lion dollars in policy benefits will prob- 
ably be passed within the next 10 years. 


Roy C. Toombs Released 


Roy C. Toombs, former president of 
the defunct International Life of St. 
Louis, was released this week from the 
Missouri penitentiary. He had served 
only a little over a year and a half of 
a three-year sentence, having entered 
prison Feb, 26, 1930. His sentence was 
reduced: because of good behavior. Mr. 
Toombs was convicted of issuing 3,000 
shares of stock of his company in ex- 
cess of the legal limit, in order to put 
them up as collateral for loans. 
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Equitable Agencie 
Series of Summer Rallies 





HOME OFFICE MEN TO SPEAK 


Superintendent Rothaermel of Central 
Department Has Field Program of 
18 Gatherings in Two Months 


A series of 18 educational conferences 
of Equitable Life of New York agencies 
in the central west under William Roth- 
aermel, superintendent of agencies cen- 
tral department, was started Monday 
with the gathering of the staff of the 
Sam Lustgarten agency of Chicago at 
Nippersink Lodge for a three-day meet- 
ing. Those attending from the home 
office were Vice-President W. B. Par- 
sons, F. L. Limont, agency assistant, 
and Mr. Rothaermel also spoke. 

The Fred Israel agency of Chicago 
Thursday opened a three-day meeting 
at Lake Wawasee, Ind., with Messrs. 
Limont and Rothaermel as_ speakers. 
The P. B. Hobbs agency of Chicago 
is scheduled to hold a three-day meet- 
ing at Wawasee Aug. 18-20, with Sec- 
ond Vice-President A. G. Borden and 
Mr, Rothaermel as speakers. The H. 
F. Kerber agency of Chicago will meet 
at Nippersink Lodge Aug. 23-25 with 
H. J. Rosssman, agency assistant; S. R. 
Snortum, field instructor, and Mr. Roth- 
aermel as speakers. 


Plans of Other Agencies 


The H. F. Berls agency of Chicago 
meets at Lake Wawasee Aug. 24-26 


with Messrs. Borden, Snortum and 
Rothaermel as speakers. For three 
days, Aug. 27-29, the D. C. Kemp 


agency of Chicago also meets there with 
the same list of speakers. The L. H. 
Kellogg agency continues at Wawasee 
Aug. 31-Sept. 1-2, with Mr. Borden as 
chief speaker. ’ 

The J. W. Nolan agency, also of Chi- 
cago, meets at Nippersink Sept. 9-10, 
with Vice-President Borden, Mr. Roth- 
aermel and F. R. Amthor, field in- 
structor, on the program. The K. M. 
Sacs agency of Chicago meets there 
Sept. 14-16, with Messrs. Amthor and 
Rothaermel and F. D. Bayne, superin- 
tendent of agencies, speaking. 


Boat Trip Conference 


Mr. Rothaermel will take part in a 
boat trip educational conference of the 
W. J. Keating agency of the Equitable 
at Minneapolis Sept. 1-4, which has as 
its objective Port Arthur, Ont., by way 
of Duluth. The party will stop at the 
Prince Edward hotel. Arrangements 
are being made by E. H. Keating, 
agency manager and son of the head 
of the agency. 

Other agency conferences scheduled 
for the near future are those of the D. 
C. Dickson agency, Cleveland, Conneaut 
Lake, N. Y., Aug. 12-14; R. M. Ryan 
agency, Detroit, Lake Wawasee, Aug. 
16-19; C. R. Golly agency, Peoria, IIL. 
Wawasee, Aug. 20-22;°M. C. Nelson 
agency, Des Moines, Lake Okoboji, Ia., 
Sept. 3-5; E. L. Carson agency, Mil- 
waukee, at Elkhart Lake, Wis., Sept. 
8-9; O. B. Haller agency, Toledo, at 
Round Lake, Mich., Sept. 11-12; M. A. 
Nelson agency, St. Louis, at West Ba- 
den Springs, Ind., Sept. 17-19, and 
Homer Jamison agency, Oklahoma City, 
at McAlester, Okla., Oct. 9-10. 





C. B. Capers General Agent 


C. B. Capers, who has been active in 
life work for 20 years, has been ap- 
pointed general agent for the Detroit 
Life in Columbus, O., replacing the 
company’s branch office in that city. 
Mr. Capers has been with the Inter- 
southern Life for ten years, 7/2 years 
as joint state manager for Florida and 
2™% years as eastern Ohio manager. He 
has taken offices in the A. I. U. build- 





New President for the 
Bankers Mutual Life 


































































































J. C., PEASLEY 


J. C. Peasley, who becomes president 
of the Bankers Mutual Life of Freeport, 
Ill, has served as secretary and general 
manager for 21 years. He is a man of 
excellent life insurance training and has 
built up his business by careful, pains- 
taking efforts. 








Name Committee Chairmen 
for New York Association 





NEW YORK, Aug. 6.—President C. 
D. Connell of the Life Underwriters 
Association of New York City has an- 
nounced his standing committees. E. 
G. McWilliam, Penn Mutual, was 
named chairman of the business con- 
duct committee, but died since his ap- 
pointment. The vacancy has not been 
filled. C. E. De Long is vice-chairman 
of the committee. Other committee 
chairmen are: Sales congress and ban- 
quet, M. L. Lane, Connecticut Mu- 
tual; educational, E. J. Sisley, Travelers; 
budget, H. E. Morrow, Penn Mutual; 
law and legislation, J. S. Myrick, Mu- 
tual of New York; membership, F. J. 
Mulligan, Guardian of New York; na- 
tional convention, L. A. Cerf, Jr., Fidel- 
ity Mutual; entertainment, J. M. Fraser, 
Connecticut Mutual; underwriting fund, 
W. R. Collins, Travelers; trust com- 
pany cooperation, G. C. Wells, Provi- 
dent Mutual; conservation, W. E. Bar- 
ton, Union Central; reception, G. A. 
Eubank, Johnson & Higgins; company 
relations, G. A. Kederich, New York 
Life; institutional advertising, R. G. 
Engelsman, Penn Mutual; complaints, 
R. M. Simons. 


Report on Rochester Production 


During June new ordinary life insur- 
ance paid for in the Rochester, N. Y., 
district gained 15 percent over May, 
1931, but showed a 15 percent decline 
compared with June, 1930. Fourteen 
of the twenty-seven offices reporting 
this information to the statistical bu- 
reau of the chamber indicated gains. 
Rochester offices reported six month 
aggregates of $29,341,005, an 18 percent 
decline from the first half year of 1930. 


C. D. Bair Dies in East 


C. D. Bair, until four months ago 
Michigan manager for the Prudential, 
died suddenly last Saturday at Atlantic 
City, where he had gone after resign- 
ing because of failing health. Mr. Bair 
headed the Prudential organization in 
Detroit for 12 years, going to Detroit 
from Springfield, Ill., where he had been 


Reinstatement Without New 
Money Useless, Expert Says 





MERELY DEFERS THE CRISIS 


C. D. De Barry, Independent Conserva- 
tionist, Tells Some Fundamentals 
of His Business 


In conservation work the matter of 
first importance is to induce the person 
whose policy has lapsed to pay in new 
money for the reinstatement of his in- 
surance. By adhering to this principle 
C. D. De Barry of De Barry & Asso- 
ciates, Chicago conservation experts, 
attributes the success of his firm. 

Mr. De Barry feels it is a mistake, 
in dating the policy back, to leave 
enough in the reserve to pay for a new 
semiannual or annual premium. Unless 
the policy is dated back to the full ex- 
tent of the reserve, the likelihood is 
that the policy again will lapse. The 
insured is not properly sold on the vir- 
tue of perpetuating his insurance. If 
reinstatement is to be accomplished on 
a permanent basis, the insured must be 
so convinced of the value of his insur- 
ance that he immediately becomes a 
premium payer again. It is not enough 
that his reserves be manipulated so that 
he can retain his protection for a time 
without effort. That system merely 
smooths over one crisis in the policy 
but paves the way for another and 
final crisis. 


Temptation Does Exist 


The temptation of irresponsible con- 
servationists, according to Mr. De Barry, 
is to date back the policy, leaving 
enough in the reserve to pay for a new 
annual premium, thus assuring the con- 
servationist of his commission. It is a 
rule in the De Barry firm that this 
practice is not to be indulged in. If 
a policyholder is so destitute that he 
cannot pay for a new premium, his 
policy is not readjusted by the De Barry 
firm. A policyholder of this kind is 
quizzed as to his prospects and nota- 
tion is made as to when he is likely to 
be in funds. At that time he is called 
on again. The only exception to the 
rule is when the policyholder is a bad 
physical or moral risk. Under those 
circumstances the De Barry employes 
will do anything the company wants. 

The relation between an independent 
conservationist and the agent of the 
company is delicate, Mr. De Barry ob- 
served. For that reason he instructs 
his staff not to call on policyholders 
until he has consulted with the agent, 
pointing out that the agent will not 
lose his renewals, or will suffer only 
a slight diminution in renewals, by rea- 
son of having an endowment or 20-pay 
policy, for instance, reinstated on an 
ordinary life basis. 


Agent Willing to Help 


Usually the agent is willing even to 
help the conservationist, sometimes even 
to the extent of accompanying him on 
his call. Mr. De Barry feels that there 
is distinctly room for independent con- 
servationists. In the first place, back 
dating books are rather complicated in- 
struments and the agent is likely to be 
confused by them. Also, the necessity 
of doing conservation work is likely to 
be distracting to an agent. From the 
point of view of the company, Mr. 
De Barry believes that it is dangerous 
to get the agent in the habit of re- 
writing policies. It puts temptation in 
his path and, as one speaker at the 
American Institute of Actuaries in Min- 
neapolis observed, it is likely to spoil 
much good business and many good 
agents. 


One Company at a Time 


Another policy of the De Barry or- 
ganization is not to permit one mem- 
ber of the staff to handle the affairs 
of more than one company at one time. 





Peasley Chosen President 
of Bankers Mutual Lif, 





HAS BEEN THE SECRETARy 


Company Has Built Up a Good Work. 
ing Organization Operating in 
Four States 


J. C. Peasley, for the last 21 years 
secretary and general manager of the 
Bankers Mutual Life of Freeport, [jj 
has been elected president to succeeg 
the late W. B. Erfert. Mr. Peasley was 
the logical man for the position. He 
has been the guiding star and pilot oj 
the Bankers Mutual Life and built jt 
up to its present proportions. 

A. P. Woodruff, who is president oj 
the Midwest Automobile Underwriters 
writing full cover automobile insurance 
was reelected vice-president of the 
Bankers Mutual and also becomes treas. 
urer. Dr. C. L. Best, medical director, 
was elected secretary as well. H. 
Engstrom of Maywood, IIl., who has 
been agency supervisor, succeeds Mr. 
Erfert on the board of directors. 

The company was organized in 1907, 
Mr. Erfert being elected president at 
that time. Mr. Peasley has a wide ac. 
quaintance throughout the territory jn 
which his company operates. During 
the first seven months the new business 
written exceeded that over the like per- 
iod of last year by 12 percent. July 
showed a gain of 12.3 percent over July 
of last year. During the first six 
months the Bankers Mutual showed a 
net gain of $1,500,000 in new business. 
The company operates in Michigan, In- 
diana, Missouri and Illinois. Branch 
offices are maintained in Chicago, St. 
Louis, Kansas City, Indianapolis and 
Detroit. It has insurance in force of 
over $34,000,000. 


Assessment Societies Under Law 


MADISON, WIS., Aug. 6—Assist- 
ant Attorney General Bryan ruled in an 
opinion to Commissioner Mortensen 
that an association wherein members 
pay an original membership fee and are 
assessed $1 on the death of any mem- 
ber, the assessments so levied being paid 
to the beneficiary of the deceased mem- 
ber ,less 5 percent collection charges, 
constitutes a transaction of the business 
of insurance, that such an association is 
subject to the insurance laws of this 
state, and if a corporation, must file its 
articles with the insurance commis. 
sioner. ° 


C. F. Criswell Has Resigned 

C. F. Criswell of Chicago, agency su- 
pervisor for the United States Life, has 
resigned. He was formerly executive 
secretary of the Chicago Life Under- 
writers Association and prior to that 
was secretary of the Cleveland assoc 
ation. 











ticular conservationist owes undivided 
allegiance to one company. The poli- 
cies of another company are not sub- 
stituted where the policyholder objects 
to reinstatement because of some preju- 
dice against his insurer. The company 
entrusts its list of policyholders to the 
conservationist and this list is sacred. 

In the course of conservation work, 
Mr. De Barry observed that new busi- 
ness is frequently written. The policy- 
holder is reinspired as to the value of 
insurance, not only paying for the reim- 
statement of his insurance but buying 
new protection. For instance, the De 
Barry organization handled policies 
which are not regular of a company 
involving $16,000,000 of insurance. At 
the end of the first month 3,064 policies 
were arranged involving $2,892,000 and 
144 applications for increased insurance 
were written for $190,000. There were 
227 new business applications written 
for $246,000 and 750 juvenile applica- 











ing. 


Illinois state manager. 


A specific task is assigned and the par- 


tions for $375,000. 
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Life Insurance As Investment 
Has Many Attractive Features 








By I. P. MANTZ, 
Consulting Actuary, Des Moines, Ia. 


Judging from the record of several 
concerns selling investments on the in- 
stallment plan, and the experience of a 
number of life companies that are sell- 
ing short term endowments in which 
the element of insurance is just enough 
to qualify under the law as life insur- 
ance, it is very evident that most life 
insurance salesmen are overlooking a 
bet in failing to direct greater attention 
to the investment feature of the stand- 
ard policies they have been accustomed 


to selling. 
Savings Are Protected 


There is probably a limited demand for 
a form of investment contract based 
on life insurance principles from which 
the protective feature is eliminated, but 
it would appear even from the experi- 
ence of those investment companies spe- 
cializing in such contracts that many of 
their purchasers are interested in pro- 
tection to the extent of insuring their 
savings and are advised to carry de- 
creasing term insurance for the differ- 
ence between current accumulations and 
the final maturity value of their con- 
tracts. Term insurance for such de- 
creasing amounts is naturally obtain- 
able at very low rates, and at no less 
cost than the charge for insurance under 
a life insurance policy which combines 
both protection and investment. 


Interest Returns on Reserves 


According to a news item appearing in 
THe NATIONAL UNDERWRITER of July 24 
the guaranteed interest return of the 
Fidelity Investment Association on in- 
stallment investments made with it is 
4% percent per annum. And that should 
be an attractive return to any conserva- 
tive investor, but there are any number 
of life companies in which, at term 
rates for-the actual “amount at risk,” 
(decreasing in the proportion to increase 
of reserve), on whole life, limited pay- 
ment and endowment policies, the in- 
terest return on reserve deposits (sav- 
ings), exceeds 444 percent per annum, 
the average rate in most cases being 
5% percent. 

No company selling investment con- 
tracts on the installment plan exclu- 
sively, and no investment trust, whose 
selling costs are the same as the cost 
of selling a combination of insurance 
and investment, can return the same in- 
terest yield on the investment element 
of deposits made with it when the value 
of the protection, at term rates, is taken 
into consideration. 


Larger Insurance Returns 


I wonder how many life insurance 
salesmen are aware that there are com- 
panies in which, on the basis of in- 
surance cost at net term rates accord- 
ing to the American experience table 
of mortality, the savings in mortality 
alone are sufficient to pay the entire 
overhead expense of management, in- 
cluding the sellng cost, so that every 
dollar of premium loading and excess 
interest earnings is available for divi- 
dends to policyholders. If, in a life 
company, the underwriting profits are 
such as to meet all overhead expense, 
naturally premium deposits in excess of 
Protection cost are subject to no deduc- 
tion on this account, except the very 
nominal expense of keeping the funds 
invested. Therefore the interest return 
to policyholders on such investment de- 
Posits would be greater than in an in- 
vestment corporation in which there is 
no underwriting profit, but in which the 
} a oe expense must be 

to the inves i 
make wit e. tment deposits 

It certainly should appear obvious to 
anyone that a service consisting of both 
Protection and investment combined un- 

“f a single contract and in one or- 





ganization, can be rendered more eco- 
nomically than the same service under 
two separate contracts carried in two 
different organizations, each of which is 
burdened with the same fixed overhead 
expense. For this same reason a life 
company should be able to sell con- 
tracts in which the investment feature 
is the predominating factor, such as de- 
ferred annuities, old age pensions, en- 
dowments, etc., on more favorable terms 
than an organization engaged exclu- 
sively in the investment business. And, 
as a matter of fact, the interest yield 
on many such contracts offered by life 
insurance companies actually exceeds 
4% percent and these contracts are also 
more favorable to the investor in the 
event of death or surrender than most 
of those purely investment contracts I 
have had the opportunity to examine. 


Investment Feature Not Stressed 


I just cannot understand why people 
seeking a place to invest their savings 
respond so eagerly to the sales propa- 
ganda of a new type, and yet untried, 
kind of financial organization when 
identically the same objective they have 
in view can be accomplished through 
some form of life insurance in prac- 
tically any legal reserve life company 
and whose financial responsibility is be- 
yond question. There must be some- 
thing wrong in the way we are pre- 
senting life insurance to the public, and, 
if so, my guess is that we are not prop- 
erly stressing the investment angle. 

Life insurance salesmen are going to 
have to give the problem of interest re- 
turn on the investment feature of their 
contracts more consideration than they 
have heretofore if they expect to take 
advantage of a growing public demand 
for safe investments on the installment 
plan. 


Value of Hard Work Shown 
in a Country Organization 


The valu® of agents acquiring the 
work habit and keeping it up is shown 
in the record of the Life & Casualty 
of Chicago and its running mate, the 
Mutual Casualty, which writes accident 
and health. R. E. Johnson, superintend- 
ent of agents, in commenting on the 
work in the field, said that for the most 
part the companies have employed as 
agents men who have been farmers. 
They desired to enlarge their scope of 
activity and make more money. There- 
fore they entered the insurance busi- 
ness. While they were on the farm, 
industry went with the calling. They 
were accustomed to getting up early in 
the morning and working all day. Thus 
they acquired the habit of working and 
when they took up the rate book to 
sell insurance they were not afraid to 
put in long hours and work hard while 
they were on the firing line. 

The business of the two companies 
is pretty largely confined to rural dis- 
tricts, the men working among the 
farmers and people in the smaller 
places. Notwithstanding the depressed 
conditions in these agricultural sections, 
these men are earning a good living 
simply because they keep at work and 
by seeing a large number of people, 
making an intensive canvass and ex- 
tolling the virtues of sound insurance, 
they are able to keep up a good produc- 
tion pace. 


Pacific Mutual’s Mortality 


For the first six months the mortal- 
ity of the Pacific Mutual was 59.2 per- 
cent. The corresponding rate for the 
same period last year was 63.8 percent 
and for the entire year 62.6 percent. 
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New York Life Agents’ compensation includes “‘Nylic’’, 
a monthly payment beginning after two years’ service, 
based on previous production. This gives them a 
certain regular income increasing from time to time 
during the next 18 years, based upon the same annual 
production of new business. ‘‘Senior Nylics’’ have 
served a minimum of 20 years and are drawing an 
annuity, payable in monthly instalments for life, 
whether they retire or continue in production. Most 
of them are still active. Some, at 50 to 70 years of 
age, are doing even a million or more. 





NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 
New York, N. Y. 
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New Home Office Building 


CRD 
We Offer 


—Policies all ages, 1 day to 70 years. 
—Both Participating and Non-Participating. 
—Non-Medical—Sub-standard. 
—Disability, Dismemberment and Surgical Benefits. 
—Special Monthly Premium Payment Plan. 

—Double Indemnity. 
—Children’s Policies with Beneficiary Insurance. 


—NEW FAMILY INCOME PROTECTION 
POLICY. 


—Sales Planning and Circularizing Department. 
—Producers’ Club. 


Available territory in seventeen 


states West of the Mississippi 
River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICE 


cer” 


Central States Life 
Insurance Company 


James A. McVoy, President 


HOME OFFICE: SAINT LOUIS 


|A Complete Life 
| Insurance Service 


| for a Modern Age 


— 











Safety Fund Nears Point 





OLD PLAN OF HARTFORD LIFE 





from the Million Dollar Contribution 
Under Assessment Policies 





Only insurance totaling $306,500 still 
remains to be terminated before the 
$1,000,000 safety fund of the men’s divi- 
sion of the old Hartford Life can be 
distributed among the remaining policy- 
holders. The insurance in force was 
reduced by $60,000 in the last quarter 
ending June 30, and by $216,000 since 
June 30, 1930. 

The safety fund department was oper- 
ated as an assessment branch of the 
Hartford Life from 1880 to 1899. The 
company ceased writing this form of 
insurance in the latter year. In 1913 it 
reinsured its legal reserve with the Mis- 
souri State Life. Its function has since 
been to carry out the contracts in the 
safety fund department. Under a deci- 
sion of the Connecticut supreme court 
of errors, it was ruled that when the 
insurance in force in the men’s division 
is reduced to $1,000,000, the safety fund, 
which amounts to approximately $1,000,- 
000, is to be distributed among the then 
existing policyholders. The insurance 
in force as of June 30 was $1,306,500. 
The number of certificates was 754, 
compared with 864 for $1,522,500 in force 
on June 30, 1930. 

There is also a women’s division of 
the safety fund department. The insur- 
ance in force in this division has de- 
clined from $206,500 on June 30, 1930, to 
$185,000 on June 30, 1931. Distribution 
of the women’s safety fund is to be 
made when the insurance in force is re- 
duced to the then market value of its 
assets. 


Security Life Agents’ Clubs 
Meet at Mackinac Island 





Plans for the agents’ convention of 
the Security Life of Chicago at Macki- 
nac Island late this month are an- 
nounced. The $125,000 and $250,000 
clubs with company officers leave Navy 
pier, Chicago, Aug. 29 on the “Western 
States.” Business meetings will be held 
at headquarters, the Grand hotel, Macki- 
nac Island, Monday and Tuesday morn- 
ings and a banquet Tuesday night. 
Memorial services will be held Aug. 30 
for the late S. W. Goss, vice-president. 
Diamond medals will be presented 
new members of the $250,000 club and 
gold medals to new members of the 
$125,000 club. Leading candidates for 
president of the senior club are William 
Hordes, Michigan; John Scott, Ohio, 
and Albert Wager, California, and E. O. 
Cooper, West Virginia, and B. J. Lan- 
genhof, Michigan, vie for first honors 
in the junior club. Mr. Wager joined 


the Security only seven months ago. 


Prizes will be awarded agents Tues- 
day in the renewal contest. Two women 
qualified for the trip, both members of 


the $125,000 club, Miss Sylvia Card, 


Michigan, and Mrs. Alice Fitzpatrick, 


Minnesota. Mrs. Vance W. McCrary, 


wife of an agent and a writer, will speak 
on “Helping Husband to Sell Life In- 
surance.” 

Presentation of the presidents of the 
two clubs, to be selected at the conven- 
tion on the basis of their records, will 
be a feature. 


The Union Labor Life has been li- 
censed in Ontario. C. E. Seli, Toronto, 
has oem appointed Canadian chief 
agent. 





Albert G. Borden’s new book, “The In- 
vestment Trust Service of Life Insur- 


ance,” shows the various ways that life 


insurance can serve in the administra- 
tion of an estate and includes many il- 
lustrations and graphs. A good book to 
let the prospect read. Price, $1.50. Order 
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of Its Final Distribution 


Remaining Policyholders Will Benefit 
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Princeton Alumni 
Class Insurance Is 
Now $1,600,000 











ee! 


Princeton University has had its class 
insurance increased to $1,600,000 through 
the class of 1931 taking out endowment 
insurance to the amount of $138,199 
through a total of 382 individual pol. 
icies. The total amount of insurance 
taken out this year is the second largeg 
amount in the past fifteen years, of 
since class insurance has existed. 

The class of 1926 took out policies 
amounting to $143,600. Each Princeton 
class since 1916, with the exception of 
1917, which had no senior class on ae. 
count of the war, has subscribed for 
class insurance averaging about $109. 
000. The total number of individyal 
policies is now 4,746, averaging $3,338 
per policy. The first policy will ma. 
ture in 1938. 

Class of 1916 First 


The class of 1916, the first to take 
out insurance in the name of the yni- 
versity, obtained 25-year endowments 
instead of 20-year. It is claimed that 
in class insurance at the university, some 
classes have run as high as 98 percent 
membership and that Princeton men are 
90 percent efficient in the payment of 
premiums. There has never been a 
class insurance policy allowed to lapse 
in the history of Princeton insurance, 
as a reserve fund of cash or paid-up 
premiumis amounting to several thou- 
sand dollars is kept by each class, which 
is used to keep the policies which might 
have been lost. 

The individual endowment policies 
are of uniform amounts ranging from 
$250 to $1,000 each. While the uni- 
versity is in no way officially men- 
tioned in the transaction and the class 
memorial committee is named bene- 
ficiary in case of death of a policy- 
holder, the purpose expressed by each 
class has been that of providing a 
method of collecting funds for a class 
gift in a way in which each member 
of the class may be able to participate. 
During the spring of each senior year 
every member of the senior class is 
solicited by the class memorial com- 
mittee. The solicitation lasts but ten 
days. The payment of the first pre- 
myium is made to the class representa- 
tive, but all other premiums are made 
to the company, the insurance being 
written by one company. 


App-a-Week Club Formed 
for Illinois Life Agents 





The Illinois Life of Chicago has ort- 
ganized an app-a-week club. Honor- 
ary and actual prize awards will be 
given for consistent weekly production 
over 50 weeks. At the end of the first 
five weeks pcriod any agent who has 
qualified will receive an official member- 
ship card personally signed by Presi- 
dent R. W. Stevens; at the end of 15 
weeks a new membership card bearing 
a notation as to the record, and again 
at the end of the 25th, 35th and 50th 
weeks, Prizes will be awarded at the end 
of the 15th, 25th and 35th weeks and 
the grand prize at the end of the club 
year. However, to qualify for the grand 
prize it will be necessary that members 
pay for at least 70 percent of their 50 
consecutive weeks production. R. 
Stevens, Jr., is secretary of the new club. 
An agent who misses a week may make 
it up by submitting at least two appli- 
cations the week following and if 
misses two consecutive weeks he must 
submit at least two applications a wee 
for the following two weeks, but if he 
misses three consecutive weeks he for- 
feits his membership in the club and 
must qualify over again. 





All books used for Chartered ue 
Underwriter degree sold by The Nation 
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BRINGING IN THE “APPS” 


Occasionally a new man comes into 
the business who is the joy of his gen- 
eral agent and the despair of the home 
office educational department, for he 
takes a rate book and some applica- 
tions and makes a big success, although 
entirely innocent of any knowledge of 
the finer points of life insurance. Such 
ent, a former salesman in an en- 
tirely different line, recently joined an 
ofice in New York City and has been 
paying for $10,000 a week ever since. 
‘About all he has in his kit is a convic- 
tion that life insurance 1s a good thing 
and that nobody has enough of it. The 
most important and elusive element is 
his uncanny ability to make people be- 
lieve what he is telling them and then 

their convictions. 

“What he doesn’t know about life in- 
surance was illustrated the other day 
when he called up his agency from a 
prospect's desk and asked the general 
agent to explain the family income con- 
tract to the prospect over the phone. 
The agent came back with the signed 
application. 

Te new salesmen uses only the cold 
canvass method, thereby dispelling any 
doubts of scoffers who might think he 
was making a temporary good thing 
out of his connections in his former 
line. He says he isn’t going to touch 
those prospects until he has made a 
success. ; 

Hard work is said to play an impor- 
tant part in this novice’s phenomenal 
success. He won't have a desk in the 
general agency. He says he has no 
use for one, and it is a fact that the 
only times he comes to the office are 
to get policies to deliver or turn in 
signed applications. He has averaged 
two applications a week since going 
into the business. 


an ag’ 


* 
NEWCOMER WINS FIRST PLACE 


Although in the business only three 
months, Abraham Freundlich won first 
place in the June anniversary contest 
of the Jacoby agency of the Home Life 
in New York. He received a loving 
cup, which was presented at a three 
day outing at the Laurels country club, 
Lake Sackett, N. Y. Fourteen agents 
qualified to attend by paying for $25,- 
000 each in June. 

* * * 


NEW YORK CITY RECORD 


The J. S. Myrick office of the Mutual 
Life of New York City again led all 
general agencies here in paid-for busi- 
ness for July. The Kakoyannis agency 
of the Prudential bettered its July, 1930, 
record by about 150 percent, paying for 
$2,620,000 last month. The subjoined 
figures give the paid-for ordinary pro- 
duction of some of the larger agencies 
here. The first figure for each agency 
is its July business and the next one 
below is the total for the first seven 
months of the year. 


1931 1930 
J. & Myrick...... $ 3,435,500 $ 3,521,000 
Mutual, N. Y¥ 24,717,000 28,809,000 
A. Kakoyannis 2,620,000 1,049,500 
Prudential ..... 12,213,000 9,000,000 
. B. Knight..... 3,021,000 3,376,000 
Union Central.. 20,621,000 20,687,000 
Johnson & Higgins 
Life Dept. ..... 2,066,000 2,240,000 
Prudential and 
Home of N. Y. 17,071,000 15,028,000 
.R. Garrison ... 1,932,000 2,169,000 
Prudential ..... 15,223,000 16,766,000 
R. H. Keffer |. ||: 1,866,000 2,733,000 
Aetna Life .... 15,879,000 23,026,009 
e Long.... 1,746,000 2,688,000 
Mutual Benefit 15,096,000 20,052,000 
Pe, prea 1,341,000 2,074,000 
K enn Mutual - 13,685,000 20,684,900 
eane-Patterson 1,260,000 1,119,000 
Mass. Mutual ._ 11,415,000 11,014,000 


J. A. Murphy ..: 
3 Prudential .._ || 


1,063,000 2,119,000 

- 11,370,000 15,871,000 
* * * 

AVIATION INSURANCE BOOKLET 


The Insurance Institute of America 
$ published a 40-page booklet on 
aviation insurance by L. H. Axe, as- 





sistant professor of business law at the 
University of Kansas. The material is 
Professor Axe’s thesis ubmitted in par- 
tial fulfillment of the requirement for 
fellowship in the Insurance Institute. It 
covers all forms of insurance, including 
life and accident. Data was secured 
mainly from magazine articles, text- 
books and case books on aviation law 
and by correspondence with various 
underwriters. 
‘2 
TO DECIDE RADIO ISSUE 


Argument in the case of the state 
versus the International Broadcasting 
Co., to determine whether a radio sta- 
tion may disseminate information re- 
garding a non-admitted insurance com- 
pany, was heard in the Harlem court 
here recently, the complaint being filed 
by the insurance department, while its 
position being argued by Deputy Attor- 
ney General Schneider. Decision is ex- 
pected to be handed down this week. 

* * * 
RIEHLE AND GOLDSTANDT SAIL 


T. M. Riehle, New York City asso- 
ciate manager, and F. S. Goldstandt, 





general agent, Equitable Life of New 
York, sailed for Europe Aug. 3 on the 
Bremen. During their stay abroad they 
expect to visit Berlin, Vienna, Budapest 
and Paris. They will be away several 
weeks. Mr. Riehle is one of the four 
members of the Life Underwriters As- 
sociation of the City of New York who 
have been endorsed by that body for the 
office of president of the National Asso- 
ciation of Life Underwriters. 


Right of Agent to Accept 
Premium Upheld by Court 





The United States Circuit court of 
appeals for the fifth circuit has held the 
Pacific Mutual liable under a policy, 
which matured by death of the assured 


before he had received his policy. The 
case was Pacific Mutual vs. Barton, 
et al. The application for the policy 


provided that if the first premium was 
paid at the time of making application 
the insurance would be effective from 
the date of the medical examination if 
the applicant was an insurable risk. The 
premium was not paid at that time but 
it was paid to the soliciting agent after 
the application had been made and ap- 
proved but before the policy had been 








received from the home office for de- 
livery. 

The question was whether the agent 
had real or apparent authority to accept 
a premium and bind the company, the 
court stated. Although the agent was 
not expressly authorized to collect pre- 
miums except when paid with the appli- 
cation or on delivery of the policy, the 
court held that the acceptance of the 
payment was equivalent to filling out a 
new application form based on the orig- 
inal medical examination and that the 
agent had apparent authority to accept 
the premium. 


J. W. Hopkins Is Dead 


John Wesley Hopkins, oldest field 
representative in length of service in the 
field force of the Western & Southern 
Life, died suddenly in Portsmouth, O. 
He was born Feb. 22, 1866 in Ironton 
and had been with the Western & 
Southern over 35 years. On his last 
anniversary he was appointed first mar- 
shal of the Western & Southern Veter- 
ans Legion, presented $400 in gold and 
a gold plaque as a testimonial. Assist- 
ant Hopkins entered the service as an 
agent at Portsmouth on May 28, 1894, 
and with the exception of four years 
as assistant at Cincinnati, he worked 
continuously in the “up-the-river” dis- 
tricts. 














LIFE AGENTS 


SINcE the inception of Life 
Insurance members of your pro- 
fession have been instrumental 
in insuring the success of their 
Often times to the extent 
that they have forgotten that they 
too would some day have to meas- 
ure their own success. 
your case. Are you satisfied that 
you are successful or that you are 


clients. 


becoming so? 


immediately in order that we may 
show you how wecan insure your 
success, at the same time insur- 
ing the success of your clientele. 


Address your communications to 


The Minnesota Mutual Life Insurance Company 
St. Paul, Minnesota 


Analyze 


If not, write us 
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Please reserve for me............ GBD ccocccaceed of 
written by E. Hauschild, assistant secretary of the Continental Casualty. 
The price of $7.50 per copy will be paid when billed after the book is delivered. 


writers Guide” 


“The Accident and Health 


Underwriters Guide” 


By E. HAUSCHILD, 


Assistant Secretary, Continental Casualty Company 


Solving Daily Problems Produced It 


A BOOK BUILT ON MEETING DAILY NEEDS 


I HE story of the preparation and development of this book 
suggests its value and its uses. 

Much of the material in the book was not originally prepared 
with the thought of publication. As junior underwriters in the 
Continental Casualty office talked to Mr. Hauschild or as agents 
wrote in to him seeking information on underwriting treatment to 
be given applications showing physical impairments or injuries. 
Mr. Hauschild wrote down his decisions and began to keep these 
decisions in a folder. Eventually this grew until it was necessary 
to transfer the material into a loose-leaf binder where it was 
kept as a reference available to all underwriters in the office. 
About one year ago, Mr. Hauschild recognized that he had com- 
piled a vast amount of information and material which would 
be of great assistance to accident and health underwriters and 
agents. 

The Guide, prepared as it is, will be of real practical value to 
the man in the field and to the underwriters in the office because 
it is an aid in solving their daily problems. 


Promotes Uniformity of Underwriting 

Even the office which has worked out its own guide will find 
many useful and valuable suggestions in the Hauschild book. 
And for the first time, the book makes available a treatise on 
accident and health underwriting, suitable for placing in the hands 
of field men. Much office-field correspondence can be eliminated 
by use of the book. Moreover use of the book would insure a 
better underwriting education for the field man and a_ more 
uniform underwriting policy for the company or agency office. 

The book is arranged in a most convenient form. Physical 
impairments are listed in alphabetical order with the brief but 
complete underwriting suggestions following the name of the 
impairment. There will be no need to use an index to look up a 
subject. Use the physical history section just as you would a 
dictionary. 

The same arrangement applies to the layman’s medical dic- 
tionary and waiver guide. 


One Word Will No Longer Mean Looking Up 
Three or Four - 


Many accident and health men now have medical dictionaries 
prepared for use of physicians. They find however that the 
definition itself will contain a number of medical terms which 
must then be looked up to understand what the definition means. 
Mr. Hauschild, from his many years of practical experience, has 
picked the medical terms most frequently met and then told what 
these mean in words which any layman can understand. 


Style of the Book 


The book will be printed in large type on a page size about 
9 inches by 5% inches. Since the book is to be constantly in 
use in many offices, it will be substantially bound in black imi- 
tation leather. About 250 pages will be required to present the 
Guide. 


Copies Must Be Reserved in Advance 


Since a book of this kind has a limited circulation, reserva- 
tions are being taken in advance of printing and the number of 
copies printed will be kept very close to the number of orders in 
hand. Receive “The Accident and Health Underwriter’s Guide” 
when it comes from the press early in the fall of 1931. 


Please place your reservation now. 





THE NATIONAL UNDERWRITER COMPANY 
420 East Fourth Street, 
Cincinnati, Ohio. 


“The Accident and Health Under- 

















Companies Shun 
Rural Business 





Small Policies Not a Paying 
Proposition—Concentrate 


in Cities 


MAY GRADE COMMISSIONS 





Phoenix Mutual Makes Interesting 
Study in Comparing Value to 
Size of Policy 





HARTFORD, Aug. 6.—The trend in 
life insurance is away from the rural 
business and small policies and toward 
urban business, a consolidation of agen- 
cies in scattered areas and the concen- 
trating of agency forces to the secur- 
ing of new business in the medium 
sized and larger cities. The change is 
inevitable. None of the companies are 
willingly making bold announcements 
of the fact but many are quietly pull- 
ing out of rural areas. Rural business 
as a rule is written in small amounts 
and small policies are not paying prop- 
ositions. Agents sometimes have to 
travel long distances to secure the busi- 
ness, the cost of collections is high and 
the lapse ratio for such business is from 
40 to 50 percent greater than it is for 
policies of $3,000 or more. 


Small Companies May Get Business 


Just what is to happen to the writer 
of small policies or what is to become 
of the farmer or person living in rural 
districts who wishes to purchase insur- 
ance is something that only the future 
can answer. There are many solutions 
being offered. Some of the younger 
companies which do not operate on the 
full level premium reserve basis write 
a great deal of insurance in rural areas. 
It is written on what is known as the 
modified preliminary term basis which 
gives them more leeway in case of 
lapses than other companies have. It 
also enables them to cut operating costs 
as in many cases they pay nothing in 
case of surrender for the first two years 
the policy is in force. Usually it is 20 
years before these policies have the 
same cash surrender as do those of 
other companies. 


Trend Toward Gradation 


The trend among other companies is 
toward gradation of commissions. They 
are offering agents a higher rate of com- 
mission for policies of the larger type 
which have proven in the past to be 
preferred and are cutting commissions 
on small policies. As far as the com- 
pany is .concerned it cost no more 
proportionately for persons at certain 
ages to secure a $1,000 of insurance than 
it does to buy a $10,000 policy. Yet in 
the past the one purchasing the smaller 
policy has had all the benefits of serv- 
ice and the like that the owner of the 
larger one has. But he has not been 
paying for it. That is to say that the 
general agent and the company have 
been losing money on policies of from 
$1,000 to $2,000. 


Turns to Urban Business 


M. C. Terrill, vice-president Phoenix 
Mutual Life, has furnished some inter- 
esting figures which clearly point out 
why his company, without knowledge of 
present conditions, some time ago began 
looking for agents to write urban rather 
than rural business. Taking 100 poli- 
cies as a basis for comparison he found 
that between the ages of 20 and 21 in- 
clusive they totaled $286,000 insurance. 
Between the ages of 30 and 39 the total 


























jumped to $495,000 and from ages 40 





—_ 


On Western Trip | 


—$__| 








EMERSON R. SMITH 


Emerson R. Smith, supervisor in the 
ordinary department for the Metropol. 
tan Life, is in the midst of a three weeks’ 
agency trip throughout Michigan, jj. 
nois, Wisconsin and Iowa. Mr. Smith 
has been connected with the Metropol. 
tan for about a year. He was formerly 
head of the statistical department of 
THE NATIONAL UNDERWRITER at Cincin- 
nati and then was made manager at New 
York. 

Mr. Smith observed that business in 
the states which he is visiting is affected 
pretty largely by local conditions, som 
towns being stricken by slowness in 3 
single industry upon which that town is 
dependent and other towns, where in- 
dustry 1s more diversified or where the 
machinery of a single industry may be 
turning normally, being fairly prosper- 
ous. 








to 49 inclusive to $592,000. Yet for 
ages under 30 the lapse ratio was one- 
third in excess of normal. 

In the income groups where again 
the number of sales taken was 100, Mr, 
Terrill pointed out that between those 
having incomes of from $1,000 to $3,000 
the total amount of these policies was 
only $243,000. In the $3,000 to $5,000 
class the total again showed an increase 
the figure being $435,000, while among 
those with incomes of from $5,000 to 
$10,000 a year the total insurance writ- 
ten for the one hundred policies was 
$669,000. The lapses on policyholders 
of incomes of $3,000 or less was 30 
percent over normal. 


Must Diversify Business 


So it can be seen why the comps 
nies are anxious to have agents con- 
centrate on a larger average policy and 
secure business among the better in- 
come groups usually found in the cities 
for they have a better persistency. Com- 
panies today are less likely to expand 
in rural territories. More and more 
they are showing an unusually high re- 
gard for territorial analysis. It has 
pointed out many interesting things, 
among them the fact that between 68 
and 70 percent of the insurance writ- 
ten is in eight states: New York, New 
Jersey, Pennsylvania, Massachusetts, 
Ohio, Illinois, Michigan and California. 
It has pointed out that if they are to 
continue to accept small risks and those 
of rural districts they must get theit 
agents to secure a diversified business. 
Insure the superintendent of schools, 
the teachers, the postmaster and as 
many people in professional life as pos 
sible if they are to take the others ™ 
rural areas. 





Have you read “An Imsured Invest- 
ment,” by John P. Davies, sold by The 
National Underwriter. $2.25. 
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|. B. Lentz Is A. I. U. Head 


of Founder Made President of 
Legal Reserve Company—Dr. G. W. 
Hoglan Heads Fraternal 








I. B. Lentz of Columbus, O., was 

elected president of the American In- 
surance Union, Inc., which is a legal 
reserve company, at a meeting of the 
directors in Columbus Saturday after- 
noon. He is a nephew of President 
ohn J. Lentz, founder of the organi- 
zation, who died last week. Dr. G. W. 
Hoglan, medical director, was chosen 
president of the American Insurance 
Union fraternal and J. A. Maddox was 
elected executive vice-president of both 
organizations. Mr. Lentz was associ- 
ated with his uncle for several years in 
the management of the A. I. U. and 
helped to look after its real estate. Dr. 
Hoglan has been with the A. . 
different capacities for 35 years. Mr. 
Maddox has been serving as field direc- 
tor and vice-president. 

Irving B. Lentz conducts an insur- 
ance agency in Columbus. He has of- 
fices in the A. I. U. building, operating 
a fire and casualty agency. He is gen- 
eral agent of the Fidelity & Casualty. 





Georgia Receiver Is Named 





Deputy Commissioner in Charge of 
Assets of National Benefit Life 
in That State 





L. A. Irons, Georgia deputy insurance 
commissioner, has been appointed re- 
ceiver for the Georgia assets of the Na- 
tional Benefit Life of Washington, D. C. 
It is said to have more than $950,000 
invested in Georgia real estate and con- 
sequently its assets are pretty well 
frozen and its financial affairs in bad 
shape, according to the department. The 
department states that certain deposed 
ofhcers “defrauded the organization out 
of large sums of money.” The Fulton 
superior court has set Aug. 25 for the 
hearing. 


Took Standard Life Business 


The National Benefit Life is a Ne- 
gro institution and has been involved in 
litigation growing out of the business 
taken over from the residue of the 
Standard Life of Atlanta. The com- 
pany was organized in 1898 and is li- 
censed in a number of states. It writes 
ordinary and industrial life insurance as 
well as accident and health. It has 
some $37,000,000 of life insurance in 
force of which $28,000,000 is ordinary. 
Its Jan. 1 statement showed assets $5,- 
599,678 of which $1,610,574 was real 
estate and $549,567 mortgage loans. Its 
capital is $250,000 and its net surplus 
Is given as $136,939. S. W. Rutherford, 
the founder, is secretary and his son, 
R. H. Rutherford, is president. The 
management is regarded as efficient but 
the real estate item has been quite a 
drawback in its investment program. 





Western Union Life Licensed 


The Western Union Life of Lincoln, 
a new company organized by W. H. 
Jurgenson, for a number of years gen- 
eral agent of the Central Life, has been 
licensed in Nebraska. Lincoln business 
and professional men subscribed for 
1,000 shares of stock at $150 a share, 
of which $100,000 went into capital and 
peg to surplus. Officers are: Prési- 
me W. H. Jurgenson; vice-presdent, 
ue Steinauer; secretary-treasurer, 

. M. Herbert; counsel, Herman Gins- 
berg; medical director, Dr. R. B. Ad- 
“ H. S. Wiggins will do the actu- 
= work, Mr. Herbert was formerly 
. € agent for the Ohio National Life, 
ut lately has been practicing law. 





Makes Excellent Showing 


New England Mutual’s Six Months’ 
Record Presents Increases in All 
Important Items 








_ The New England Mutual for the 
first six months showed new premiums 


2,216,790, increase $34,388, renewals 
$18,941,041, increase $918,274, interest 
$6,391,976, increase $445,054, assets 
$253,143,255, new business $74,530,473 


as compared with $69,886,123 a year 
ago, insurance in force $1,296,197,192, 
increase for the 12 months ending July 
1, $58,440,574. There was an increase 
of 7 percent in new business for the 
first six months. June, 1931, surpassed 
June of 1930 by 34 percent. 


Guaranteed Securities Increase 


The Guaranteed Securities Life of To- 
peka had life insurance in force July 1, 
$9,282,516, gain $750,250 over Jan. 1. 
President C. W. Dingman and Vice- 
President and Secretary Ben F. Ding- 


man say that at the close of business 
June 30 all departments showed an in- 
crease over each corresponding month 
of the preceding year. This company is 
operating in Kansas, Missouri, Colorado 
and Wyoming. 


Ownership of Los Angeles 
Life Again Changes Hands 








Edd. G. Doerfler, executive vice- 
president Los Angeles Life, announces 


that he has sold his controlling inter- 
est in the Insurance Companies Cor- 
poration to Dr. T. W. Bishop of Los 


Angeles. The Insurance Companies 
Corporation owns 100 percent of the 
stock of the Los Angeles Life. This 
control was purchased a few months 
ago from the Associated Insurance Un- 
derwriters, the former holding company 
which owned the Los Angeles Life. 

Dr. Bishop is the owner of a sanita- 
rium in Los Angeles. He has been a 
resident of California for more than 
25 years. 

Mr. Doerfler announces that he is ne- 
gotiating for the purchase of another 
insurance company. President of the 
Los Angeles Life is H. H. Culver; vice- 
president and secretary is F. J. Uhling. 
Its admitted assets Dec. 31 were $468,- 














798; total income $334,666; capital 
$250,000; surplus $51,056, and insurance 
in force $4,203,308. 


Mutual Trust Agents Have 
Club Convention in Canada 





The annual convention of the Old 
Faithful club of the Mutual Trust Life, 
Chicago, will be held at Bigwin Inn in 
Ontario, Can., Aug. 25-28. President 
E, A. Olson, Vice-President A. B. Slat- 
tengren, C. W. Noble, agency director, 
and B. N. Woodson, Jr., executive as- 
sistant, who has charge of all arrange- 
ments, will attend from the home office 
and speak. 

rhe principal speaker will be Roger 
B. Hull, managing director National 
Association of Life Underwriters. The con- 
vention theme will be “Life Insurance as 
Property and as an Investment.” Approxi- 
mately 175 will attend. Victor F. Pettric, 
the Milwaukee general agent, is the new 
president of the club, having hung up 
over $1,000,000 for the second year, of 
which he had written and examined 
about $600,000 in the first half year. 
His business was placed on 250 lives in 
the calendar year 1930. The vice-presi- 
dent of the club is J. J. Zilis of Chi- 
cago, who holds that post the second 







































Executive Offices 


SUCCEED with SECURITY! 


For twenty-nine years hundreds of aggressive 
= fieldmen have found our General Agency 
= and District Manager's contracts the keynote 
of assured success for them... they know why 
a Security Contract means contact where 


merit is recognized. 
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year, and secretary, W. F. Larsen, 


Springfield, Mass. 


Columbus Mutual Gets New 
Home Office Building Site 





An historic site has been obtained by 
the Columbus Mutual Life for a new 
home office building. It is located at 
Sixth and Broad streets, Columbus, 
only a few squares from the Ohio capi- 
tol. 

For many years the Columbus cen- 
tral high school occupied this site and 
many of the city’s prominent business 
and professional men, including Presi- 
dent D. E. Ball of the Columbus Mu- 
tual, were educated there. 

The Columbus Mutual has occupied 
a building at 580 East Broad street for 
17 years. In 1923 it purchased a mod- 
ern building at 8 East Broad street, but 
because of the rapid growth of the com- 
pany this was never occupied. 

Now the company has negotiated a 
transaction whereby it exchanged both 
of its old buildings for the high school 
site and a cash consideration. A fire- 
proof building will be erected on the 
new site. 


Lincoln National Building 


Sept. 15 has been set as the date for 
the completion of the new addition to 
the home office of the Lincoln National 
Life, which is now under construction 
in Fort Wayne. All outside work on the 
new wing has been completed and the 
work of interior finishing is being rushed 
to be ready for occupancy before fall. 
One of the unique features of the addi- 
tion is already completed—a_ fully 
equipped garage for the housing of com- 
pany and employees’ cars. This is 
located in the basement. Other of the 
specialties which will be housed in the 
new addition will be the cafeteria, with 
a capacity of approximately 500 persons, 
and the auditorium. 


Volunteer State Sets Record 


The Volunteer State Life reports the 
largest July it has ever experienced. A 
special campaign commemorating the 
20th anniversary of the association with 
the company of Commodore A. L. Key, 
president, and Dr. J. B. Steele, medical 
director, brought in $2,361,450 new 
business. 

On the last day of the month A. V. 
Mozingo, agency vice-president, turned 
over to President Key $448,644 in busi- 
ness, the largest day’s production in 
the company’s history. 


Abraham Lincoln’s Seven Months 


The Abraham Lincoln Life is making 
commendable progress this year. Its 
new business for July was 61 percent 
more than July of last year and for. the 
first seven months it is 24 percent ahead. 
The company is moving along in excel- 
lent shape. 











Reckless Driving Results 
in Many Claims on “D. I.” 





LORRY JACOBS GIVES VIEWS 





Vice-President of Insurance Advertis- 
ing Conference Comments on Con- 
ditions in the Southwest 





NEW YORK, Aug. 6—Fast and 
reckless driving is causing so many dou- 
ble indemnity claims in Texas and the 
southwest that it may eventually result 
in discontinuance of this feature by 
companies writing a large part of their 
business in that section, according to 
Lorry Jacobs, directory of publicity, 
Southland Life of Dallas, who is here 
in connection with his work as vice- 
president of the Insurance Advertising 
Conference. 


Opposed to Disability 


Mr. Jacobs also believes that the 
writing of disability insurance by life 
companies does more harm than good, 
because of the possibilities of misrep- 
resentation on the part of unscrupulous 
or over-enthusiastic agents. 

Highway fatalities in the southwest 
have increased so as to be a serious 
factor in boosting mortality ratios of 
some companies, Mr. Jacobs says, and 
the use of airplanes in that territory is 
so much more prevalent than in other 
sections that the aviation hazard also 
is a consideration. 


Loose Gravel Dangerous 


One of the most frequent causes of 
auto deaths is loose gravel, which is not 
so frequently encountered on main high- 
ways in other localities. A driver go- 
ing at high speed who hits an unex- 
pected stretch of loose gravel where a 
road grader has been reconditioning 
the highway can do little except hope 
that the car will not dive off the road 
before he can slacken speed and re- 
gain control. 

Mr. Jacobs finds that Texas and 
southwestern business conditions are 
more favorable than in the east. The 
opening of the east Texas oil field did 
much to tide over a dull season and 
did the entire state a great deal of good. 


Improvement Is Seen 


Mr. Jacobs believes that the south- 
west is faring better as to loans and 
lapses than many other sections. The 
policy loan situation is much improved 
over what it was and there is an en- 
couraging number of policyholders who 
are paying back their policy loans. The 
heavy crop of wheat and oats has been 
a great help to the section in spite of 
the low prices on such commodities, and 
even with the cut in cotton acreage 
there will be a tremendous crop, only 





slightly behind last year. 





Develops Report 
Forms for Agents 





to Give Efficiency 








The Oregon Mutual Life of Port- 
land, Ore., has prepared an unusually 
complete system of reporting on sales 
progress, to be used by agents and gen- 
eral agents, which in preliminary tests 
already conspicuously has justified it- 
self. C. Hollebaugh, director of 
sales training, says all successful agents 
should keep some sort of record and 
the company believes that by providing 
its staff with a ready-made and com- 
plete system agents will be more effi- 
cient and successful in their canvassing. 

A new simple form of prospect card 
is the first item in the system, contain- 
ing spaces for disclosing whether a per- 
son is a prospect, and establishing facts 
about him. The reverse side is unusu- 
ally complete, with spaces for notations 
on many matters. A daily planning chart 
is second, with spaces which put it di- 
rectly up to the agent to prepare a de- 
tailed program of work for each day 
and to make notations on results. Third 
is an agent’s progress record by weeks, 
with places for hours worked, calls made, 
results, business secured, premium, etc., 
which are subdivided into study, plan- 
ning, field work, total hours spent, can- 
vassing face to face, new prospects, 
call-backs, policyholders, total calls, in- 
terviews, leads, applications, etc. 


Forms for General Agents 


The general agents also are supplied 
with several forms, the first being an 
agent’s introduction card arranged for 
detailed notations from general agency 
to home office on the agent’s personal 
makeup. This includes in addition to the 
usual facts required, such items as atti- 
tude of wife, minimum living expenses, 
how long in community, detailed assets 
and detailed experience, own life insur- 
ance. The reverse side, for home office 
use, carries space for training record, 
achievement record, termination record 
and other notations. 

The general agent also gets a weekly 
program sheet on which the agency 
secretary writes weekly reports of 
agents. Still another form is a summary 
of the agent’s work week by week ar- 
ranged so that at the end of six months 
the general agent can total the agent’s 
activities as compared with the previous 
six months, showing increase or de- 
crease in business and simplifying the 
work of tracing the reason for success 
or failure. 


Jefferson Standard Gains 


The Jefferson Standard Life has de- 
clared its usual mid-year payment of $5 
on 10,000 shares of stock, or a total divi- 
dend of $50,000. 

President Julian Price reported that 
|assets gained $1,349,644 in the first six 


| 


|} months and now total $54,308,643. 





Suicide Claims Increase 
Under Group Policies 





SOME ACTION MAY BE TAKEy 





Question of Incorporating a Specia) 
Clause in Such Contracts Is Con. 
sidered by Companies 





NEW YORK, Aug. 6.—Officials of 
a number of companies writing group 
life insurance have been exchanging jp. 
formation relative to the_ increasing 
number of suicide claims paid in recent 
years. The data obtained, while far 
from being complete, indicates that 
steps may soon be taken to incorporate 
a suicide clause of the form used jn 
standard policies, in group contracts. 
Where the total amount of group insur. 
ance justifies it, individual supplemen- 
tary contracts are written for any in the 
higher salaried class at the low group 
rate for amounts often reaching $10,000, 
$15,000 and $20,000. The fact that 
these low rated contracts are written 
without medical examination does not 
tend to lessen the loss ratio and suicide 
losses are stated to have been numeroys 
enough to warrant some restriction 
being attempted. It is understood that 
this matter is likely to engage attention 
at the next conference of group officials. 
A leading group company, it is said, has 
had over $100,000 in suicide claims 
under group policies within the last 99 
days. 


Indianapolis Life’s Record 


The Indianapolis Life has gotten up 
its six months record, it now being in 
its 26th year. The company was organ- 
ized in 1905 and now has $100,000,000 
insurance in force. President Manly 
stated that May was the best month in 
its history. The Indianapolis Life is 
known as a policyholders’ company and 
has taken pride in economy and admin- 
istration, well chosen investments and 
efficiency which has resulted in low net 
cost. It has in Indianapolis $22,000,000 
insurance in force and in Indiana $46, 
000,000. 





Form New Company in Merger 


The Ozark Life and the Home Life 
of Springfield, Mo., have been merged 
into the Southwestern Life of Spring- 
field. It is to be a stipulated premium 
company. The president is R. E. Wood- 
side; first vice-president, R. A. Ollis; 
second vice-president, Mr. Gledhill; 
secretary, J. W. Millsat; treasurer, Dr. 
S. F. Freeman; medical directors, Dr. 
C. E. Feller and Dr. W. T. Walsh. 


Members of the Knights Templars & 
Masonic Mutual Aid Association of Cin- 
cinnati will decide on Aug. 21 whether 
the organization shall be changed to the 
legal reserve basis. W. H. Lindsay is 
secretary of the association. 
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LIFE COMPANY CONVENTIONS 











National Life, U. S. A., Rally 


First National Convention Since 1928 
Scheduled for Gulfport Early in 
January 








The National Life, U. S. A., is plan- 
ning a national convention for the field 
organization at Gulfport, Miss., early 
in January. This is the first nation- 
wide gathering of National Life field 
men since its 60th anniversary conven- 
tion in 1928. Regional conventions have 
been held for two years. 

While the convention recognizes 
members of the $100,000 Club, the “In- 
ner Circle” and the “Leaders,” a plan 
has been devised to afford non-club 
members an opportunity to qualify for 
the meeting the last six months of 1931. 


Sunny Clime Convention 


The get-together, which has been des- 
ignated the “Sunny Clime Convention,” 
will be characterized by a business pro- 
gram embracing conservation and the 
important developments in present day 
underwriting. In addition there will 
be golf, boating and surf bathing. 

Among the veterans who are expect- 
ed to be on hand are J. S. Barrow, 
Kansas City; A. B. Combs, Portland, 
Ore.; R. E. Hooyer, Denver; W. T. Mc- 
Clintick, Peoria; F. E. Davis, Atlanta, 
and A. D. Hemphill, Kansas City. 

In addition to President R. D. Lay 
and W. E. Webb, executive vice-presi- 
dent, the home office party will include 
Dr. W. A. Jaquith, vice-president and 
medical director; J. A. Kissinger, as- 
sistant secretary, accident and health 
department; J. B. Parker, agency sec- 





retary; S. N. Randolph, supervisor of 
agencies; G. R. Holdhusen, field super- 
visor; J. P. Harrison, agency super- 
visor; W. A. Milder, supervisor in IIli- 
nois. 

From Chicago there will also be rep- 
resentatives of the company’s leading 
agencies in the home office city, includ- 
ing E. E, Lamb, manager home office 
agency; J. P. Farmer, agency manager; 
F. J. Wood, agency manager. 


Continental Life’s Clic 
Club Meeting in Toronto 





Pem Denton of Amarillo, Tex., was 
inducted into the presidency of the Clic 
Club of the Continuental Life of St. 
Louis at its annual convention at To- 
ronto Aug. 3-4. Vice-presidents are: 
L. Vogler, Salt Lake City; E. S. Davis, 
Macon, Ga.; J. T. Draper, Chattanooga, 
Tenn., and J. E. Musgrave, Tulsa, 
Okla. A new record for attendance 
was set. The theme of the convention 
was: “Concentration; Intensive Work- 
ing Habits.” 

Home office officials who attended and 
spoke at the meeting included President 
Ed Mays, Dr. C. R. Dudley, vice-presi- 
dent and medical director; J. G. Ferguson, 
vice-president in charge of accident and 
health department; A. B. C. Mott, ac- 
tuary, and Judge C. G. Revelle, general 
attorney. 

Speakers in addition to the company 
officials and club officers included Dr. 
S. J. Streight, assistant medical director 
Canada Life; C. J. Klitgaard, San Fran- 
cisco; R. T. Atkins, Raleigh, N. C.; Sam 
Weiss, Philadelphia; R. E. White, Hale 
Knudsen and M. T. Navin. 





Canada C. L. U. People 








The Canada Life Underwriters Asso- 
ciation announces the names of those 
who successfully passed the examina- 
tion for the chartered life underwriter 
degree in the dominion. The following 
is the list of the new C. L. U. men: 


ALBERTA 


Calgary—H. G. Charman, Confedera- 
tion Life; P. P. C. Haigh, Confederation 
Life; A. E. Harris, Mutual Life of Can- 
ada; H. M. McElroy, Ontario Equitable 
Life & Accident. 

Edmonton—R. B. Brooks, Sun Life; 
E. L. Churchill, Great West Life Co.; 
J. A. Thompson, London Life Co. 

Lethbridge—J. F. J. Aylward, Canada 
Life; A. E. Russell, Metropolitan Life. 

Provost—C. M. Horner, Mutual Life of 
Canada. 

*x* * * 
SASKATCHEWAN 

Humboldt—F. W. Moersch, London 

fe. 

Moose Jaw—B. B. Gofine, Great West 

fe. 

— S. Waldron, Manufacturers 
fe. 

Saskatoon—J. G. Pettigrew, Confeder- 
ation Life. 

* * * 


MANITOBA 


Brandon—M. R. MacKenzie, North 
American Life. 

Winnipeg—J. J. Bannerman, London 
Life; Miss Hope E. Burnham, Imperial 
Life; M. C. Halstead, Manufacturers Life; 
Harry Hardern, Sun Life; L. J. Meyer, 
London Life; L. C. Welsh, London Life; 
H. H. Wilson, Sovereign Life; J. E. Yar- 
nell, Sun Life. 

* * * 
ONTARIO 

* William—H. L. Porter, Monarch 

e. ? 

Guelph—V. C. Smeaton, London Life. 

Hamilton—G. W. Robinson, Mutual 
Life of Canada. 

Kitchener—O. E. Cameron, Sun Life. 

London—R. S. Adam, Ontario Equita- 
ble Life & Accident; H. E. Armstrong, 
New York Life; G. C. Francis, Mutual 
Life 6f Canada; W. H. Hutchinson, Man- 
ufacturers Life. 








Niagara Falls—F. M. Darker and Miss 
L. R. Hyatt, Mutual Life of Canada. 

Ottawa—J. A. Beausejour, Confedera- 
tion Life; W. H. Gardner, London Life; 
H. A. Wetmore, Canada Life. 

Peterboro—W. A. J. Giles, Confedera- 
tion Life. 

Port Colborne—J. R. Thompson, Sun 
Life. 

Renfrew—F. A. Wade, New York Life. 

Sarnia—c. C. O'Neil, Canada Life. 

Stratford—E. G. Davis, Canada Life. 

Sudbury—H. P. Charlton and W. B. J. 
Fraser, Sun Life. 

Timmins—J. R. McGerrigle, London 
Life. 

Toronto—W. W. Bonnell, North Amer- 
ican Life; H. N. Colthurst, Sun Life; 
G. F. Crum, Crown Life; A. A. Dodge, 
Canada Life; J. S. Green, Sun Life; J. H. 
A. Harper, London Life; M. E. Hartley, 
Prudential of London; W. N. Marshall, 
Canada Life; David Mennie, Metropoli- 
tan Life; Mrs. Kathleen M. Wilson, Lon- 
don Life; Montague Raisman, Capital 
Life; H. M. Redmond, Metropolitan Life; 
G. A. Reid, London Life; B. W. Robin- 
son, Mutual Life & Citizens; W. B. Rob- 
inson, Mutual Life & Citizens; E. E. 
Trent, Crown Life; A. E, Wall, London 
Life; Harold Wrigglesworth, Canada 
Life. 

Weston—A. W. Eckenswiller, Sun Life. 

* * * 
QUEBEC 

Montreal—J. M. Brown, London Life; 
L. C. Monk, Canada Life. 

Sherbrooke—W. W. Murray, Sun Life. 

*x* * * 
NEW BRUNSWICK 

St. John—F. A. Nicholson, Manufac- 

turers Life. 
x * * 
PRINCE EDWARD ISLAND 


Charlottetown—C. H. Black, Mutual 
Life of Canada; B. H. Hughes, Manufac- 
turers Life. 





Great American Life Figures 


The Great American Life of San An- 
tonio in its July 1 statement shows 
$112,022, capital $100,000, net surplus 
$34,912. It has $800,500 insurance in 
force. 

















Announcing 
the Economist 


A New Franklin Policy 


A low initial premium modified life 
policy with premium adjustment 
delayed until two years before 
end of life expectancy. 


Privilege of depositing money in ex- 
cess of premiums. An attractive 
rate of interest is paid on such 
deposits. Total of deposits and 
interest may not exceed an 
amount sufficient to make the 
policy paid up for life. 


Exchange and readjustment options 
without evidence of insurability. 


A life insurance “protection—investment 
built to meet today’s demand for security. 


THE FRANKLIN LIFE 


INSURANCE COMPANY 
Springfield, Illinois 
































Southland Life Agents 


in June 


Broke All Records 


Since October, 1929 
(Honoring Col. W. E. Talbot, Agency Manager) 
No Prizes .. . No Contest 
Just Southland Life Agents 

Plus Work 
Plus Co-operation 


For information regarding open territory, write: 
Clarence E. Linz, First Vice-President 


Southland Life Insurance Co. 
HARRY L. SEAY 7 PRESIDENT 


Home Office, Datias, Texas 
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2.y Business Insurance Field Group Case Comes Up on 
oS, 0__ + *,? . eye 
Y PROTECTION] Opens Up Real Opportunities Disability Clause Issue 
INSURANCE IS REAL BALLAST} DEFENSE OF COMPANY GIVEN 
Need for Creating a Reserve or Sinking | Kentucky Court of Appeals Decides in 
Fund Is Forcefully Revealed Case of Employe Who Left 
These Times Company 

NEW YORK, Aug. 6—Home offices A group life insurance policy became 
of life companies say that where a busi- | an issue in the case of Turner v. Travyel- 
ness concern is in any shape to carry | ers, which came to the Kentucky court 
insurance there are no better arguments | of appeals. The policy provided for dis- 
for business or corporation insurance to | ability before he reached the age of 69, 
Rk LIFE INSUR ANCE be presented than right now. The great ! Turner entered the employ of the Louis. 
economic cyclone of the past two years | ville Milling Company as a steamfitter, 
A Dollar’s worth for every Dollar paid has left devastation in its wake up and} He received on Feb. 25, an injury to 
regardless of kind of policy purchased down the line, all over the country. his head because of a sledge hammer 
Business concerns that have attempted | slipping and fracturing his skull. He 
A $1,000.00 Endowment Policy, any age at issue, guarantees to build up a reserve through invest-| was off from work until March 19. He 
$1,961.54 plus Dividends in event policy becomes a claim the year ment in what were considered to be| continued in the company’s service until 
% snetuves. 7 : good securities may find they have de-| July and then went to work for others 
og TE ’ preciated materially. Dividends on many | at a slightly increased salary until June, 
ur Twenty Payment most remarkable policy of all—too much stocks are being passed. Stocks that | 1928, when he went to live on a farm, 
to write about in this advertisement. were regarded as the very best are} Up until then he had been employed at 
We have Ordinary with and without Cash accumulation. With- sound at — levels in the — ee all the places a a steamfitter, 
out cash value it furnishes Pure Protection Life insurance at non- ~ ah be Srv pd ee oe ae ee ph ey ee cor eee 

participating rates but on a participating basis—it is estimated Therefore, if a business house at- Defense of the Company 

dividends will amount to 50% within a few years, based on actual tempts to create a sinking fund or re- : 

experience past five years. serve through the regular investment| The Travelers defended on _ the 
ee ee a a ; channels it may find itself greatly em-| ground that Turner's state of total dis- 
uvenile fF olicies rdinary, Twenty Payment and Endow- barrassed because of depreciation. Life | ability did not occur while he was in the 
ment from birth, with all the fine features of our Adult Policies. insurance can be presented as the safest,| employ of the milling company and 
Many other forms of Policies equally attractive. most permanent and most satisfactory | hence was not covered. Turner testified 
a , a od os -* . ; method to fortify a business in case of | that after the accident he was employed 
Operating in Illinois, Michigan, Indiana and Missouri emergency. Business life insurance is| as a steamfitter but couldn’t do any 
taken to stabilize concerns in case of | work except to direct his helper. The 
NTE R STATE RES ERVE the death of an important factor in the | court found for the assured. It held 
enterprise. If, however, on the death of | that total disability does not mean ab- 
LIFE INSURANCE such a man the reserve fund is weak the | solute helplessness or entire physical 
entire object of creating an emergency | disability but rather an inability to do 
COMPANY fund is gone. Life insurance has proved | substantially or practically ha — 
oo Ed itself by far the most desirable form of | acts in the transaction of the insured’s 
A Mutual Legal Reserve Life Insurance Company , business protection during a time of | business in his customary usual manner. 
Ten East Pearson Street i .s ~~ Chicago great economic cataclysm. Every sort | Since the plaintiff's evidence brought the 















































An UNUSUAL Contract 


will be offered to 


An UNUSUAL Man 


WHO 


—is a producer 


—is, of course, ing 

honest —is seeking oppor- 
—has three years of tunity 

experience —will WORK 


BUT 


—needs no financ- 


—can organize 
—needs no drawing 
account or salary 


—needs no office 
expense 


WHO will accept Home Office help in the appointment of new 
Agents under him for whom he will not be responsible financiall 
and yet on whom he will receive overwriting Commissions as high 
as $4 per thousand and long time Renewals. 


THE COMPANY— is rated "A" by Best. Its rates for Insurance 


are extremely low 


(Age 35 Ordinary Life Net Cost 
First year per thousand $17.85) 


It writes all latest forms—Participating only—including an im- 


proved Family Income form; also Juvenile 


Has over $135,000,000 in force. 


TERRITORY—The Company desires especially to develop Indiana, 


lilinois, North Carolina and Texas. 


ASSISTANCE—Experienced field men to help the man selected 
to build a real agency in which the Renewals are NON-FOR- 


FEITABLE. 


UNLESS you have no present connection, or 


WE WANT 
AN 


you have a real reason for leaving your 
present connection and are not at fault your- 


self, we are not interested. Write fully about 


UNUSUAL 
MAN 


yourself. We will not communicate with 
references until after interview. 


Write T-74, 


The National Underwriter. 











of investment has been twisted and 
warped. There are many small busi- 
nesses that have never been solicited in 
the proper way. The feeling is growing 
among home offices that life insurance 
men should take advantage of the pres- 
ent situation and round up business in- 
surance prospects as never before. 


Straight-Thinkers Club 


The Register Life of Davenport, Ia., 
has organized a  “Straight-Thinkers 
Club” for August. Each producer who 
submits four applications for a minimum 
of $10,000 will be declared a member. 
Special prize awards will be given these 
men and added awards will be given 
for each application that is on the 
monthly income form or makes use of 
the option settlement. 

In his letter to the field force an- 
nouncing his plan, Secretary A. E. Littig 
stated: 

“Your company’s new business pro- 
duction for the first seven months of 
1931 is 12 percent ahead of the same 
period for 1930. This is due to the 
straight thinking and consistent work 
of the field force.” 


New Mexican Company Licensed 


A New Mexico license has just been 
obtained for the Great Western Life 
from the state corporation commission. 
Its authorized capital is $250,000 of 
which $150,000 is paid up. This is the 
second domestic insurance company of 
New Mexico, the first being the Santa 
Fe National Life, which is in process 
of organization. 





Two New Directors 


Two names have been added to the 
board of the Commonwealth Life of 
Springfield, IllL—W. C. Webster, ex- 
ecutive vice-president of the First Na- 
tional Bank, Olney, Ill, and Earl S. 
Hodges of the law firm of Hodges, 
Tragethon & Cassidy of Springfield. Mr. 


case within the meaning of “total dis- 
ability” in the policy, the trial court cor- 
rectly refused to direct the verdict for 
the Travelers, the higher court holds. 





Plan Educational Conference 


An educational conference for the W. 
H. Masterson agencv in Newark of the 

quitable Life of New York will be 
held at Atlantic City Sept. 16-18. One 
of the principal speakers will be Charles 
Ward, supervisor of group insurance at 
the home office. 


Barrett Woodsmall Injured 


Barrett Woodsmall of the American 
Service Bureau, St. Louis, is progress- 
ing slowly but surely in the Methodist 
hospital at Indianapolis with a broken 
leg suffered in an automobile accident 
recently. 


Colombia Regulations Set Forth 


The laws governing authorization and 
operation of foreign insurance compa- 
nies in Colombia is the subject of special 
circular No. 274 issued by the division 
of commercial laws of the United States 
Department of Commerce. It was pre- 
pared by E. J. Jutz and A. S. Christen- 
son of the insurance section, division of 
commercial laws. 





OU ~ will 

finda 
wealth of 
suggestions 
in J. B. Sack- 
ett’s A. B.C. 
of Disability 
Insurance. 
125 pages. 
Price $1. 


Order from 























Hodges will be general counsel. 
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. . . 
Indianapolis Life 
. . . . 
Quits Disability 
(CONTINUED FROM PAGE 3) 
are shy on issuing non-cancellable poli- 
cies. ; . . , 

“In the inflation period following the 
war, there developed another scramble 
for size, power, popularity. 
managers and agents are always looking 
for something new to talk about. Here 
they have it! One company after an- 
other adopted disability. It was a fine 
artificial stimulant in the race, and there 
was much competition as to which com- 
pany would give the most. We were 
opposed to the idea from the beginning, 
but reluctantly yielded to the pressure 
from within and without. We have re- 
gretted it ever since. 

Discouraged Its Sale 


“While we had it in our kit, we con- 
stantly discouraged our agents selling it. 
As a result, we have but a small volume 
of disability in force, thanks to the 
loyalty and cooperation of our repre- 
sentatives. For 1931, only 2 percent of 
our issued business carries income dis- 
ability. In fact, our leading agents do 
not sell disability. 

“Today disability is the most vexa- 
tious, expensive, dangerous problem 
with which the companies have to deal. 
Losses are enormous and _ increasing. 
The companies reporting to the New 
York department show in the red: For 
1926, $18,000,000; for 1927, $18,500,000; 
for 1928, $21,000,000; for 1929, $31,000,- 
000; for 1930, $46,000,000. 

“And the end is not yet. This genera- 
tion, and the next and the next will pay 
and pay and pay. And the drain on the 
surplus is not all. There is the loss of 
prestige resulting from litigation; the 
splotching of the life insurance escutch- 
eon; the grumbling of policyholders, the 
disorganizing of agents, etc. 


Commissioners’ Action 


“A year or more ago, the insurance 
commissioners called for an increase in 
rates to cover admitted losses. Strange 
to say, companies put on big campaigns 
to put on big new volumes at the old 
losing rates before adequate new rates 
went into effect. Logical results—in- 
creased losses; decreased new business 
(after the special campaign). The in- 
creased rates are not yet adequate. The 
most venturesome actuary will not now 
venture a guess on what may be ade- 
quate rates. 

“We have been waiting for the larger 
and older companies to take the lead in 
abandoning what they admit is a losing 
practice. The Indianapolis Life is not 
in the red—and we hope will not be, on 
account of our rigid selection or rather 
ruthless refusal to accept the risks. We 
have no litigation over claims—not yet. 
We want to avoid losses and litigation; 
therefore this action. But we promise 
our policyholders and agents that we 
will defend them to the utmost of our 
strength and ability against any fraudu- 
lent or malingering claims.” 


Successful Candidates for 
Degree of C. L. U. Announced 


(CONTINUED FROM PAGE 3) 
E. S. Rappaport, 


assistant manager 
Pacific Mutual, Chicago; W. J. Reese, 
associate general agent Penn Mutual, 


Madison, Wis.; Baxter Reynolds, general 
agent Standard Life, Llanerch, Pa.; T. C. 
Rice-Wray, president T. C. Rice-Wray & 
Associates, Chicago; EB. G. Rich, agent 
National Life of Vermont, Los Angeles; 
F. L. Righter, agent Mutual Life of New 
York, Los Angeles: W. Z. Robinson, 
agent Provident Mutual, Seattle: Paul 
Romaine, agent Massachusetts Mutual, 
Cincinnati: L. s. Roscoe, assistant mana- 
Ser Pacific Mutual, Los Angeles; F. C. 
—, agent Sun Life, Seattle; W. G. 
ord, supervisor 5 - 
tual, Philadelphia. wepenteetaraeinr 
*x* *k* * 
an M. Sandusky, assistant manager 
utual Trust Life, Los Angeles; E. W. 
Sapp, general agent New England Mu- 
tual, Chevy Chase, Md.; L. R. Schauffler, 
agent: State Mutual, Chicago; W. A. 
Schumacher, agency manager J. C. Mc- 





Company | 





Namara Organization, Guardian Life, 
New York City; H. M. Schuppel, agent 
Oregon Mutual, Boise, Idaho; H. W. 
Shedd, agent Northwestern Mutual, Chi- 
cago; J. T. Sherk, agent Equitable Life 
of lowa, Ida Grove, Ia.; R. L. Sherwood, 
supervisor Phoenix Mutual, San Fran- 
cisco; R. L. Short, agent Equitable Life, 
N. Y., Waterloo, Ia.; Melville Shulthiess, 
agency assistant Connecticut General, 
Hartford; E. W. Simpkinson, 
Provident Mutual, Cincinnati; P. D. 


Sleeper, general agent, Aetna Life, 
Washington, D. C.; C E. Smith, agent, 
Northwestern Mutual, Chicago; Mrs. 
Harriet H. Smith, agent Equitable Life 


of New 
president 
Angeles; S. O. 


York, Pittsburgh; N. E. Smith, 

Guaranteed Estates Co., Los 
Smith, agent Massachu- 
Mutual, Philadelphia; J. C. Stab- 
lein, broker, Seattle; H. W. Stanley, gen- 
eral agent Equitable Life of Iowa, 
Wichita, Kan.; R. W. Steele, supervisor 


setts 


John Hancock Mutual, Chicago; F. C 
Stiles, agent State Mutual, Chicago; P. 
D. Stone, supervisor Mutual Benefit, 
Portland, Ore.; R. N. Stouffer, agent 
Massachusetts Mutual, Philadelphia; 
Ricks Strong, manager Missouri State, 


Memphis; E. R. Sumner, agent Provident 
Mutual, Camden, N. J.; M. E. Sweazey, 
agent Connecticut Mutual, Seattle; 
ford Sweet, agent Pacific Mutual, Stock- 
ton Cal; E. R. Sycks, general agent 
State Mutual, Cincinnati. 

*x* * * 

H. A. Timby, agent Equitable of N. Y., 
Darien Center, N. Y.; A. V. Tisdale, 
agent Connecticut Mutual, Philadelphia. 

Cc. M. Updegraff, district manager 
Equitable Life, N. Y., Euclid Village, O. 

Kellogg Van Winkle, agency manager 
Equitable Life, N. Y., Los Angeles, Cal. 


San- 


Ss. P. Weaver, agent National Union 
Life, Spokane; L. E. Weil, agent North- 
western Mutual, Chicago; C. C. West, as- 
sistant manager Prudential, Philadel- 
phia; Gerald Whitaker, assistant mana- 
ger Travelers, San Francisco; R. E. F. 
Wiedemann, manager Kellogg Van 


Winkle Agency, Equitable, N. Y., Los 
Angeles; F. C. Wigginton, general agent, 
State Mutual, Pittsburgh; C. T. Williams, 
agent Equitable Life, N. Y., Cincinnati; 
J. P. Williams, professor of insurance, 
Davidson College, Davidson, N. C.; J. G. 
Wintsch, agent Phoenix Mutual, Syra- 
cuse, N. Y.; Harry Wood, manager of 
sales John Hancock, Columbus, O.; S. B 
Cc. Wood, Penn Mutual, Philadelphia. 

A. S. Young, agent Provident Mutual, 
Baltimore; F. E. Young, assistant secre- 


tary-actuary National Fidelity Life, 
Kansas City, Mo.; R. W. Yuill, Cedar 
Rapids, Ia. 

G. H. Zimmer, agent Mutual Benefit, 


Syracuse, N. Y.; C. 
manager Mutual 
a ms 


J. Zimmerman, sales 
Life, New tochelle, 


Lack Experience Requirement 


The following are 
passed all examinations but 
experience requirement: 

B. H. Bendheim, agent Mutual Benefit, 


who 
lack 


candidates 
still 


Beverly Hills, Cal.; C. H. Buresh, Fred 
S. James & Co., Chicago. 
Robinson Campbell, manager service 


department Campbell, Malloy & Throg- 
morton, general agents, Aetna Life, 
Little Rock, Ark.; R. C. Carson, Jr., as- 
sistant manager, Rockwood Co., Chicago; 
M. D. Cramer, assistant to manager 
Bankers Life of Nebraska, Beatrice, Neb 

V. O. Friday, agent Travelers, Pitts- 
burgh. 

M. H. Hartwell, agent Mutual Benefit, 
Portland, Ore.; L. I. Held, Richmond, Va.; 
I. B. Hindall, cashier Lincoln National, 
Los Angeles; L lL Holmes, chairman 
Life Insurance Institute, University of 
Akron, Akron, O. 

*x* * * 


A. J. Johannsen, agent 
Mutual, Chicago. 

E. A. Kepner, 
Knapp, agent, 
Baltimore. 

D. H. McAfee, Royersford, Pa.; A. F. 
Mason, agent Equitable Life of lowa, 
Philadelphia, Pa.; L. D. Morrill, state 
manager Indianapolis Life, Bloomington, 
Ind. 

O. J. Neibel, assistant trust officer Com- 
merce Trust Co., Kansas City, Mo. 

R. F. Preston, assistant actuary, North- 
western National Life, Minneapoils. 

J. D. Siner, agent Southland Life, 
Dallas, Tex.; H. E. St. Clair, Lincoln 
National, Fort Wayne. 

J. D. Wright, trust representative, 
Equitable Trust Co., Baltimore. 


Northwestern 


Royersford, Pa.; A. M 
New England Mutual, 


It is not necessary to figure or guess 
with the “Little Gem Life Chart.” Ordi- 
nary Life Net Costs are shown at every 
age, 20-53, inclusive, and at 55 and 60. 
Order at your company club rate from 
The National Underwriter. 


Unlimited Opportunities 


You will like our liberal first-year and 
renewal commission contract direct 


with the home office. 


It gives you 


the right to sell men, women, and 
children real protection on a low- 
cost participating or non-participat- 


ing basis. 


Just glance over this list: 


Family Income 


Policies Policies for Women 
Participating Child's Educational 
Non-Participating Juvenile Policies 
Sub-Standard 


Preferred Risk 
Pay-Roll Deduction 


Income 
Life Income 


Monthly Premium 


6°/, Guaranteed 


Age Limits: 
| Day to 65 Years 
Modified Life 
Low Cost Term 
Double Indemnity 
Disability Income 
Premium Waiver 
Retirement income 


ASK FOR FURTHER INFORMATION 


LIFE 





Home Office 


MORE THAN 370 MILLIONS 


JEFFERSON STANDARD 
INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 


IN FORCE 














AN ENERGIZING 
ATMOSPHERE 


Ir the atmosphere is right, we are happy and 


successful in our work. 


If it isn’t, we aren’t. 


This is 


especially true of members of an agency organization. 
These are the elements of an energizing atmosphere: 


Harmony in the local agency and respect for its leader. 


A sense of unity with the Home Office. 


Expert training 


of the novice, and cooperation with the experienced. Mod- 


ern and efficient working systems and tools. 


ideals that life insurance knows. 


The highest 
One hundred per cent 


service to policyholders and beneficiaries,—speed in issuing 
policies, in settling claims, in making loans,—speed and 


unfailing courtesy in making policy changes and in all 


other dealings with our members,—such service is a pro- 


ductive asset: 


THE PENN MuTuat LiFe INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 


Independence Square 


Founded 1847 
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A Document That Fits the Times 


Never before have life men taken so 
much interest in the Life Payments 
Number of THe NatioNAL UNDERWRITER 
as they have manifested this year. Over 
1,500 new subscriptions have been re- 
ceived on a circular pointing out that 
new subscribers would get this valuable 
number. One company telegraphed for 
650 extra copies to be sent to its agents. 
Many subscribers have already proved 
its value in selling insurance. 

Undoubtedly one reason for this keen 
interest is that life agents are working 


harder for business this year. They are 


soliciting smaller cases. Heretofore 
they have been dazzled by big cases. 
They have gone after people’ with 
money, with the idea that they were 
easy buyers. Many of the easy buyers 
have been over-sold, or have proved 


poor stayers, as is shown by the lapses 
of even the best companies. But though 
the easy money is gone, the country is 


Loyalty in 


R. F. G. Grippens of Helena, Mont., 
writes what might be called a lay edi- 
torial in a “Letter to Special Agents.” 
This letter need not apply to special 
agents alone but to every person in the 
insurance business. In this day loyalty 
is a tremendously fine attribute. Refer- 
ring to the late Etpert Hussarp, who 
was lost in the sinking of the “Lusi- 
tania,” by a submarine before the United 
States entered the war, Mr. Gmprens 
writes: 

“I did not know Expert Hussar. 
Nevertheless he has written something 
in tune with my love for harmony, co- 
operation and incentive to climb the 
ladder of toil to success. Every word he 
wrote has a fine ring of sportsmanship 
and he shows in this fine piece on loyalty 
a caliber of mind and a quality of spirit 
that could well be plagiarized by us all.” 

“Loyalty,” by Etserr Hussarp, fol- 
lows: 

“If you work for a man, in heaven’s 
name work for him. If he pays wages 


not ruined. There are millions of peo- 
ple still earning salaries and still con- 
fronted by problems of family protec- 
tion. They are not experienced in- 
vestors. They have bought radios and 
automobiles, and perhaps lost a few 
chips on the stock market. They are 
scared by the depression and are be- 
coming careful about their money. They 
are “off” securities and have not been 
educated on life insurance. 

It is harder to sell them $3,000 or 
$5,000 than it was to sell $10,000 or 
$20,000 a couple of years ago, but for 
them the Life Payments Number fur- 
nishes the ideal argument. It shows the 
money going back to the people. The 
life companies have come through with- 
out a default. The Life Payments Num- 
ber not only shows life insurance in 
action, but it pounds home the lesson 
that life companies pay on the dot, in 
good times or bad. 


Insurance 


that supply you your bread and butter 
work for him, speak well of him, think 
well of him, stand by the institution he 
represents. I think if I worked for a 
man, I would work for him. I would 
not work for him part of the time, but 
all of the time. I would give an un- 
divided service or none. If put to the 
pinch, an ounce of loyalty is worth a 
pound of cleverness. If you must vilify, 
condemn and eternally disparage, why, 
resign your position; and, when you are 
outside, damn to your heart’s content. 
But, I pray you, so long as you are a 
part of an institution, do not condemn 
it. Not that you will injure the institu- 
tion. ..not that... but when you 
disparage the concern of which you are 
part, you disparage yourself. And don’t 
forget—‘I forgot’ won’t do in business.” 

“If that doesn’t appeal to men who 
have chosen insurance as their career 
in life I don’t know what could,’’ Mr. 
GIDDENS says in reviewing this stirring 
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L. F. Paret, general agent Provident 
Mutual Life in southern New Jersey 
and part of Philadelphia, sailed for 
Europe Aug. 1. He will join his family 
there and will return some time in Sep- 
tember. Mr. Paret is president of the 
Philadelphia Association of Life Un- 
derwriters. 

Wood Arnold, vice-president Kansas 
City Life, is a grandfather. Miss 
Eleanor Beach Arnold was born to Mr. 
and Mrs. Charles W. Arnold. 


C. C. Clabaugh, supervisor of agencies 
Maryland Life, chairman of the C. M. 
T. C. committee of the Civitan Club of 
Baltimore, presented a number of his 
club’s medals to members of the citizens 
military training camps in the third 
corps area. 


James P. Graham, Jr., general agent 
of the Aetna Life at 165 Broadway, New 
York, is the new president of the Riv- 
erside Association, a civic organization 
of Riverside, Conn. He is secretary of 
the Life Underwriters Association of 
the City of New York. 

W. W. Jaeger, vice-president and di- 
rector of agencies Bankers Life of Iowa, 
will have a birthday party next Sunday 
as he was born at Portage, Wis., on 
Aug. 9, 1876. Mr. Jaeger joined the 
Bankers Life as an agent in 1904 and 
was made a special field man in 1915 
and regional sales manager in 1918. He 
was called to the home office in July, 
1922, to head its sales organization and 
has built up for his company a force of 
producers of exceptional strength and 
ability. 


Lloyd K. Allen, for the past 30 years 
with the Boston general agency of the 
Union Central Life, president of the 
Boston Life Underwriters Association 
in 1925, and active in the National as- 
sociation work, died last Friday from 
heart trouble at his summer home at 
Deer Isle, Me., following an illness of 
several months. 

Mr. Allen was born at Deer Isle, Me., 
in 1880. His first and only business 
association was with the Union Cen- 
tral’s Boston general agency, of which 
he was for some years associate man- 
ager. 


W. H. Ramsey, a member of the edi- 
torial staff of the Metropolitan Life, 
died last week from a heart attack. Mr. 
Ramsey had many years of newspaper 
experience, served with the United 
States army overseas and after the war 
Was associated with the American Re- 
lief Association under President Hoo- 
ver, then Secretary of Commerce. This 
work took him to Russia, where he 
wrote graphically of conditions in the 
early post-war years in that country. In 
1923, following the earthquake in Japan, 
he went to that country as publicity 
representative of the American Red 
Cross. He joined the editorial staff of 
the Metropolitan Life in 1924. 


R. H. Carter of Carter & Thompson 
of Little Rock, Ark., state managers for 
the Northwestern National Life, is ser- 
iously ill at St. Vincent’s infirmary in 
his city. 


Running true to form, G. E. Lackey, 
president National Association of Life 
Underwriters, made an outstanding rec- 
ord in the recently completed member- 
ship drive of the Oklahoma association. 
The district in which he worked as chief 
showed a 41 percent increase over last 
year. 


President W. H. Bayes of the Brook- 
lyn National Life was guest of honor 
recently at a birthday party at which the 
hosts were general agents and agents 
of his company. The party was held 
at Midland Beach. The outing marked 





message. 


the conclusion of a four weeks’ sales 











campaign “Down the Bay for Bayes.” 
The first prize winner was B. C. Lang. 
fier, Beardsley agency, Manhattan. 


Mrs. J. H. Sullens, wife of the man. 
ager of the Prudential in Oklahoma, was 
killed in an automobile accident near 
Garden City, Kan. Mr. Sullens was 
injured although not seriously. 

John R. Baird, 74, general agent for 
the John Hancock Mutual Life in 
Louis for 18 years, died there Friday 
having been ill since July 8 when he 
collapsed at his office. He had been 
with the John Hancock for 25 years. He 
retired from active management of the 
agency two years ago. 


J. A. Stevenson, vice-president Penn 
Mutual, and A. E. Patterson, Chicago 
general agent of that company, who this 
week were attending the company’s 
agency convention and the annual meet. 
ing of general agents and managers at 
White Sulphur Springs, with their wives 
plan to take a steamer from New York 
near the end of next week for a short 
European trip. They will be away about 
three weeks, spending most of their 
time in London and Paris. 

L. O. Ling, general agent for the Con- 
tinental Life of St. Louis at Great Falls, 
Mont., is recovering from injuries suf- 
fered in a recent automobile accident, 
He was in a hospital for several days, 


Roger Rodee, for the past five years 
with the Northwestern Mutual Life in 
the premium loan division of the secre- 
tary’s department at the home office, 
became golf champion of Wisconsin in 
the state title match last week. 

S. F. Thompson, for many years with 
the home office agency department of 
the Penn Mutual Life, has resigned to 
locate in Los Angeles. He has joined 
the Will O. Ferguson agency of the 
Penn Mutual Life. He is well known 
both as a former general agent and later 
as a field organizer. 

R. Waldron, recently resigned as gen- 
eral agent for the Penn Mutual in 
Washington, D. C., has also moved to 
Los Angeles and joined the Will 0. 
Ferguson agency. 


A few weeks ago Charles M. Wil- 
liams, son of the president of the West- 
ern & Southern Life, C. F. Willi 
entered his father’s business and now 
the second son, William Williams, has 
entered the home office to gain knowl- 
edge of the life insurance business. The 
former is now getting field experience 
as an agent in the Norwood district. 

Mrs. Lorraine Ferrer, manager of the 
women’s department in the insured 
estates division of the former National 
Bank of the Republic at Chicago, an 
office operated by the Continental As- 
surance of that city, and David F. Blair, 
her confidential financial adviser in the 
agency for more than three years, have 
just been married. 


E. G. McWilliam of McWilliam & 
Hyde, general agents of the Penn Mu- 
tual in New York City, died last week. 
He underwent a serious operation about 
five weeks ago. This was followed by 
a severe bronchial ailment which, in his 
weakened condition, contributed to his 
death. , 

Mr. McWilliam joined the Brill & 
Scott agency of the Penn Mutual m 
New York ten years ago, and for @ 
long time acted as instructor of agents. 
In July, 1924, Mr. McWilliam and Ben 
Hyde, who had been office manager for 
Brill & Scott, were made general agents, 
and together they had built up a flour- 
ishing agency. 

The agency had just completed a Mc- 
William month, having so named July 
in honor of the tenth anniversary 
Mr. McWilliam’s having joined the 
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Penn Mutual, and on his return from 
his illness there was to have been a 
celebration. 


The Texas Life suffered a severe loss 
in the death of General Agent James 
B. King of Dallas. Mr. King had gone 
to Corpus Christi to take a long rest 
and died in his sleep Aug. 1, which was 
his 58th birthday. 

Mr. King had been general agent for 
the Texas Life since 1913 and had been 
successful in building up one of the best 
agency forces in Texas. Before joining 
the Texas Life Mr. King was with the 
Southland Life for several years. He 
was well grounded in life insurance and 
developed a number of especially suc- 
cessful agents. 

Funeral services were held in Jack- 
sonville, Ill, Saturday for Mrs. Mari- 
etta Mathews Rowe, wife of President 
Fred H. Rowe of the American Bank- 
ers, who died at the age of 74 after a 
three months illness. 

Mrs. Rowe was the niece of Richard 
Yates, civil war governor of Illinois, 
and a cousin of Congressman Richard 
Yates. She was a descendant of Chief 
Justice John Marshall. 

Mrs. Rowe for 18 years served as a 
trustee of the MacMurray College for 
Women, was active in the Ladies’ Edu- 


cational Society of Jacksonville and 
prominent in the work of the Methodist 
church. As a child, she had clear rec- 
ollections of playing with the children 
of President Lincoln. 

President Emeritus J. R. Harker 
and President C. P. McClelland of Mac- 
Murray college were in charge of the 
funeral. 

C. N. Sears, secretary of the Kansas 
City Life, celebrated his 25th anniver- 
sary with the company Aug. 1. At first 
assistant secretary, Mr. Sears was made 
secretary in 1917 and was elected a 
board member a few years later. He 
is also in charge of renewals and claims. 


Jack Shepard, who formerly operated 
a general insurance agency in Des 
Moines, died following an airplane crash 
near St. Louis last week. He was a 
son of Fred A. Shepard, assistant sec- 
retary of the National Life of Des 
Moines. 

W. B. Eastham, former Nebraska in- 
surance commissioner, has filed as a 
Democratic candidate for railway com- 
missioner, the first to enter that party’s 
primary. O. A. Andrews, for years a life 
insurance agent in Lincoln, has filed 





as a Republican candidate. 














| LIFE AGENCY CHANGES 








Has New Oklahoma Manager 


Life of Virginia Puts C. S. Caldwell in 
Charge of That State, with E. L. 
Belt as Assistant 








The Life Insurance Company of Vir- 
ginia has appointed C. S. Caldwell man- 
ager for Oklahoma and E. L. Belt assist- 
ant manager, with offices at 423 Cotton 
Exchange building, Oklahoma City. Mr. 
Caldwell was graduated from New 





c. Ss. CALDWELL 


E,. L. BELT 


Mexico State University. He has taken 
the life insurance course at New York 
University and has completed half the 
examinations for the C. L. U. degree. 
He has been a life underwriter since 1917 
and resigned as assistant general agent 
of the Aetna Life in Oklahoma City to 
accept his new post. 

Mr. Belt has been in life insurance 
more than ten years and has established 
a reputation as a producer. 


Huffman & McKinney 


C. S. Huffman and W. A. McKinney 
of Decatur, Ill., have been appointed 
general agents for the Northwestern 
National Life. They will operate under 
the firm name of Huffman & McKin- 
mey. They have been associated in the 
life insurance business for the past 15 
years. For the past two years Mr. Huff- 
man was a general agent with Mr. Mc- 

inney, a leading producer in his 
agency, 

Their territory will include ten coun- 


Hooper Takes on Richmond 





Union Central Gives Baltimore Man- 
ager Two Offices to Handle— 
Chamberlain to Assist 





The Union Central Life has appoint- 
ed J. H. Hooper manager at Richmond, 
Va., succeeding R. P. Harrison, who 
resigned several months ago. Mr. Hoo- 
per, who has been manager at Balti- 
more for some time, retains that posi- 
tion, the plan being for him to alter- 
nate between the two agency posts. The 
two agencies, however, will operate 
separately. William Chamberlain has 
been appointed assistant to Mr. Hooper 
at Richmond and will be in charge of 
production while H. T. Simpson re- 
mains as cashier. Mr. Chamberlain, 
a native of Charlottesville, Va., has been 
connected with the Baltimore office of 
the Penn Mutual for the past seven 
years and is well experienced in pro- 
duction work. 





Kenimer Goes to Nashville 





Becomes Manager of the Reliance Life 
After a Well Rounded Life Insur- 


ance Experience 





Barnett Kenimer, for many years en- 
gaged in insurance organization work 
in the south, has been appointed man- 
ager of the Nashville, Tenn., department 
of the Reliance Life with headquarters 
in the Stahlman building, Nashville. 

Mr. Kenimer was born in Cleveland, 
Ga., and attended schools there and at 
Athens. For five years he was con- 
nected with the Retail Credit Co. in 
various capacities from investigator to 
branch manager at Atlanta. 

He began his life insurance career 11 
years ago as a salesman, but soon de- 
veloped executive ability and entered 
organization work. He spent eight years 
as field assistant and manager in At- 
lanta, Charlotte and Nashville. For the 
past three years he has been manager 
of the Connecticut General in Cincin- 
nati, O. He returned to Nashville Au- 
gust 1 to take up his new duties. 





L. C. Utley 


L. C. Utley has been appointed act- 
ing manager of the Guardian Life in its 
Sioux Falls, S. D., agency. He has 





ties surrounding Decatur. 


been for several years an agent work- 
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promising a 


Limiteo Service CHARGE 


HE cost of operation of a life insurance company 
may properly be regarded as a service charge—a 
fee for the services of expert management. The matter 
of what service charge is justified on the part of those 





who distribute the benefits of life insurance represents 
the big problem before life insurance company man- 
agements in the future. The insuring public is alive 





now as never before to the importance of quality 
management, and the company of the future will be 





that company which serves best, with all that word | 
implies, for a reasonable management charge. 


HESE facts were borne in mind when NWNL’s 
new Guaranteed Premium Reduction policies 
were designed. To purchasers of these contracts 
NWNL has definitely promised that the charge for 
service shall be limited by the low premium, the 





sharp reduction in the premium after the first year 
being in effect a guaranteed dividend. They are 





further assured that the persistent policyholder will 
receive the fruits of his persistence in that the policy 
may be exchanged for a participating contract after the 





@ tenth year at the same low gross premium. 





Some Premium Rates 


at Age 35 
Premium for Second and 
First Year Premium Subsequent Years 
Endowment at 85 $25.65 $20.75 
Twenty Pay Life 34.73 99.18 
Endowment at 65 33.26 28.06 


All Gueranteed Premium Reduction policies 
exchangeable for participating 
contracts after tenth year 
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If 
interested, 
write us 
at once. 





How About You? 


APABLE field men are always 
in demand. Now and then a 


good producer is handicapped by 
reason of poor territory and lack of 
Home Office support. 


Our representatives are free from 
such drawbacks. Outstanding pro- 
ducers are in line for promotion. 


Let us explain our method and 
tell you about a few fine openings in 
the following States: 


VIRGINIA WEST VIRGINIA 
MARYLAND 


ILLINOIS 


The 


BANKERS RESERVE 
LIFE COMPANY 


R. L. Robison, Pres. W. G. Preston, Vice-Pres. 
HOME OFFICE: OMAHA, NEBRASKA 
Business in Force, over $133,000,000.00 


























Clarence L. Ayres 
President 


Claris Adams 
Executive Vice-President 





ESTATES ANALYSIS 


HE AMERICAN LIFE INSUR- 

ANCE COMPANY maintains an 
ESTATES ANALYSIS DEPART- 
MENT which provides Agents with- 
out cost a complete Analysis of their 
clients’ Estates. 

It also draws all necessary docu- 
ments, including Trusts, Wills, Part- 
nership Agreements, Stock Elimina- 
tion Agreements, etc. 

This is only one feature of the 
AMERICAN plan of complete co- 
operation. 














AMERICAN LIFE 
INSURANCE COMPANY 


DETROIT, MICHIGAN 








ing under the late Manager P. A. De- 
Lange. He is a native of the state and 
has lived in Sioux Falls for 15 years. 
He entered the agency on a part time 
basis in 1926 and later became a full 
time agent. 


Baxter Goes 


Mutual Life Fills Post Vacated by G. 
W. Murray, Who Becomes Myrick’s 
Office Manager 





to Syracuse 








M. I. Baxter, district manager of the 
Mutual Life of New York at Allen- 
town, Pa., has been made manager at 
Syracuse, N. Y. He succeeds G. W. 
Murray, who has been transferred to 
the Myrick agency in New York City 
as office manager. Mr. Baxter joined 
the company in 1922 as a solicitor in 
Troy for the Scranton agency. He be- 
came district manager at Allentown two 
years later. 

Mr. Murray has been with the com- 
pany since 1899. From a clerical posi- 
tion in the Baltimore agency he was 
made assistant cashier in 1902 and was 
transferred to the Syracuse agency as 
cashier in 1904. He was moved to 
Boston in 1918 and became cashier there 
in 1920. He became manager of the 
Syracuse agency in 1923 and has served 
in that capacity until the present time. 
He will assume his new duties in the 
Myrick agency Aug. 15. 


M. W. Levering 


M. W. Levering has become general 
agent for the Continental Life of St. 
Louis in south central Ohio, including 
Columbus, O., with headquarters in Lon- 
don, O. He has represented the Ohio 
National Life in the same field for many 
years, 








G. W. Collins 


G. W. Collins has been appointed 
general agent by the Mutual Trust Life 
of Chicago at Lombard, IIl., and is 
opening a new agency. Mr. Collins has 





had a rapid rise in life insurance, spend. 
ing a year as agent for the Metropolj- 
tan, another year as assistant manager 
and then being promoted to manager 
in his third year, a post which he re. 
tained six years. He then went with 
the Northwestern Mutual, remaining 
for two years. 


W. P. Abbott 


W. P. Abbott has been appointed sy- 
pervisor of agencies in the F. C. What- 
ley general agency of the Aetna Life at 
Cincinnati. Mr. Abbott was recently as- 
sociated with the Northwestern Na. 
tional Life in Cincinnati and at one 
time was general agent of the Manhat- 
tan Life there. He will look after the 
brokerage business in the Whatley 
agency and also have charge of the 
agents in the smaller cities in south- 
western Ohio. 








Chapman Chattanooga Manager 


Llewellyn Chapman has succeeded T,. 
W. Payne as manager of the Chatta- 
nooga agency of the Provident Life & 
Accident. He joined the Provident or- 
ganization in 1925 in the automobile 
accident department at the home office, 
later being transferred to the commer- 
cial health and accident department as 
auditor. 





Life Agency Notes 











The Newton W. Jackson Agency has 
become general agent in San Antonio, 
Tex., for the American National of Gal. 
veston. 

Harry H. Kem Company, Beverly 
Hills, Cal., has been appointed associate 
general agent of the Penn Mutual’s Will 
O. Ferguson general agency, Los An- 
geles. 

D. M. Niver, who was recently ap- 
pointed New Jersey manager for the 
Continental American Life, and Clinton 
Leslie, formerly with the Equitable Life 


of New York in Paterson, N. J., have 
incorporated under the name of Nuver- 
Leslie Company. Mr. Nuver will cover 


Newark and Mr. Leslie will supervise 
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Change Is Not Retroactive 





Ohio Supreme Court Rules Fraternal 
Is Liable in Carbon Monoxide 
Death Case 





The Ohio supreme court has held in 
D. W. McKinney vs. United Commer- 
cial Travelers that an amendment to a 
constitution of a fraternal society which 
impairs the contract of insurance, is not 
retroactive so as to affect the insurance 
policy previously issued. Judgment was 
reversed and the case remanded for new 


al. 

F. W. McKinney became a member 
of the order in 1901 and died of carbon 
monoxide poisoning. In the application 
which McKinney signed, he agreed to 
comply with the requirements of the 
constitution and by-laws of the order. 
Neither the application nor certificate 
made reservation as to future enact- 
ment of by-laws or amendments. Later 
amendments exempted the order from 
liability for death resulting from as- 
phyxiation and the United Commercial 
Travelers contended that McKinney 
was bound by this. The supreme court 
of Ohio did not hold this view. 


Home Office in Alton 


The Mid-Continent Life has moved its 
head office to 204 East Broadway, Alton, 
Ill. C. F. Dickenson, president of the 
Interstate Reserve of Chicago, is presi- 
dent of the Alton company; L. A. Wei- 
dle, vice-president; M. I. Rain. secretary, 
and A. F. Moberly, treasurer. 





Receiver for Home Assurance 


A receiver has been appointed for the 
Home Assurance of Indianapolis, a 





small company writing ordinary life, 
health and accident insurance through- 
out Indiana, much of its business being 
written in Gary. E. P. Gallagher was 
appointed receiver. 





The Reck County Benevolent Associa- 
tion, Evansville, Wis., has been incorpo- 
rated by R. C. Biglow, J. C. Gillies and 
L. W. Porter. Benefits are to be paid 
from a contribution of $1 per member 
for each death. 








Missouri Valley 
State News 











Cross Petition Procedure 





lowa Supreme Court Passes on a Case 
Where Cancellation of Policy 
Was Attempted 





The Iowa supreme court on appeal in 
the Penn Mutual vs. Doyen passes on 
an action in equity brought to cancel a 
policy on the ground that it was pro- 
cured by fraud and misrepresentation. 
The defendant filed an answer and at 
the same time a cross petition seeking 
to recover on the policy. Thereafter 
the defendant filed a motion in two di- 
visions, seeking, first, to have the cross 
petition transferred to law and there 
tried, and, second, to transfer the whole 
case. The lower court sustained the 
first ground and overruled the motion 
asking to have the entire case trams 
ferred to law. 

The Penn Mutual appeals from the 
ruling, transferring the cross petition to 
law. The misrepresentation referred to 
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pertains to the use of intoxicating 
liquors. The company declares that if 
the answer had been truthful, the policy 
would not have been issued. The su- 
preme court holds that there is no claim 
made by the defendant that the court 
did not have jurisdiction to entertain 
and determine the cause of action filed 
by the company. A mere general denial 
is not sufficient to raise the jurisdiction 
of the court to try plaintiff's cause, as 
set forth in the petition, in equity. Un- 
der the provisions of the statutes and 
the rulings of this court, the lower court 
erroneously transferred the defendant's 
cross petition for trial as a law action. 
The decision, therefore, is reversed. 


To Appeal Disability Case 


The Mutual Life of New York is 
preparing to appeal to the Arkansas 
supreme court from the decision of the 
circuit court at Prescott, which awarded 
$3,000 damages to Clarence Marsh, who 
sued on a $2,000 policy for its disabil- 
ity benefits. Marsh was injured in 
July, 1928, and the Mutual Life made 
disability payments until Jan. 1 of this 
year when Marsh was inducted as cir- 
cuit clerk of Nevada county. Mutual 
Life stopped payment on the ground 





that he was able to earn a livelihood. 
The circuit court held that Marsh is 
entitled to receive payment because of 
inability to perform manual labor. 


Hangs Up Good Record 


J. E. Taylor, agent of the Equitable 
Life of New York at Emporia, Kan., in 
the first five months this year wrote 39 
cases totalling $255,750, of which 23 had 
total volume only $67,000. He won first 
honors in new organization during the 
June anniversary campaign of the Kan- 
sas City agency with largest number of 
applications written. Mr. Taylor started 
with the Kansas City agency in Decem- 
ber, 1930, without life insurance experi- 
ence. 








Ineligible to Be Deputy 

The South Dakota attorney general 
has ruled that a member of the present 
South Dakota legislature cannot be ap- 
pointed deputy insurance commissioner. 
In the opinion, which was delivered to 
Commissioner Horswell, the attorney 
general asserted that the deputy com- 
missioner is a public officer and not 
merely an employe of the state. 
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IN THE SOUTH AND SOUTHWEST 








Gives 1931 Oklahoma Figures 


Commissioner Read Reports $1,181,- 
680,459 Legal Reserve and Assess- 


ment Insurance in Force 








Commissioner Read of Oklahoma in 
his 1931 report sets legal reserve and 
assessment life insurance in force in the 
state Dec. 31, 1930, at $1,181,680,459, of 
which $1,176,862,308 was legal reserve. 
New business written by legal reserve 
companies (including ordinary, group 
and industrial) was $295,142,103, or $6,- 
124,767 more than in the previous year. 
However, lapsation and other termina- 
tions took $229,844,072 or 70.7 percent 
of the new business. 

Fraternals wrote $40,969,643 new 
business, representing 36,058 certificates, 
an increase over the previous year of 
$19,627,828. Total amount received from 
members was $3,029,776 and claims paid 
$1,527,643. 

Stipulated premium companies re- 
ported $4,926,356 business written, an 
increase of $2,585,777 over 1930. They 
had $5,880,428 in force. Mutual benefit 
associations wrote $40,384,390 new busi- 
ness, a decrease of $11,280,595; $92,617,- 
302 in force, suffered lapse of $40,807,- 
060 and paid $685,742 benefits. 


Studies Form of Organization 


MONTGOMERY, ALA., Aug. 6.— 
Superintendent Greer is making a care- 
ful investigation with the ultimate end 
in view of drawing the line definitely 
between life insurance companies and 
mutual aid or industrial companies. As 
the result of the information gathered, 
he expects also to establish a definite 
line of demarcation between strictly 
charitable and benevolent associations 
and fraternal insurance companies. The 
question is necessitating much study of 
the supreme court decisions of this state 
as well as others. When the probe 
has been completed, it is likely Mr. 
Greer will issue a ruling. It is claimed 
that there are quite a number of mutual 
aid companies now undertaking to do 
a regular life insurance business. 


Refund Tex Money 


Bills passed by the Alabama legisla- 
ture the past week authorized refunds 
to four insurance companies of tax 
money, illegally collected under what 
is known as the retaliatory law. The 
law was recently held unconstitutional 
by the supreme court. Under its terms 
Alabama collected the same taxes from 





company collected from an Alabama 
company. The following refunds were 
made: $4,296 to Provident Life & Ac- 
cident, $1,668 to Volunteer State Life, 
$4,081 to National Life & Accident, 
$1,169 to the Independent Life. 


Amicable Life Sets Records 


Setting new records has become a 
regular feature with the agency force of 
the Amicable Life of Waco, Tex. Agency 
Director E. E. Roberts states that July 
was the twelfth successive month in 
which the production surpassed any cor- 
responding month since organization. 

Mr. Roberts expects his agents to 
write a minimum of $25,000,000 this 
year. A little over half that amount 
was written the first six months. 


Elects Two New Directors 


H. L. Puckett, Dallas, and Ura Em- 
bry, San Antonio, have been elected ac- 
tive vice-presidents of the Guaranty 
Trust Mutual Life of Dallas. Mr. 
Puckett was formerly assistant state 
manager for the National Surety. Mr. 
Embry was formerly vice-president of 
the Citizens National Bank of Lubbock 
and the National Bank of Commerce of 
Amarillo. 


Opens Jacksonville Office 


The Indianapolis Life has opened 
Jacksonville, Fla., with Lyall Morrill, 
a graduate of Indiana University and 
an experienced life underwriter, as man- 
ager. William Hepley and Herschel 
Spencer are associated with him at 1022 
Oak St., Jacksonville. These men are 
all college graduates, who made an in- 
tensive study of the insurance business 
while in school, and in addition have 
done field work in Indiana, for the com- 
pany. 


Texas License Bill Introduced 


AUSTIN, TEX., Aug. 6—Only one 
insurance bill has been introduced at the 
special session of the Texas legislature. 
It provides for the issuance of licenses 
for life, health and accident insurance 
agents. The licenses would be issued 
by the state board of insurance com- 
missioners and they would remain in full 
force and effect without necessity of 
periodical renewal until such time as 
they shall have been surrendered volun- 
tarily or until they shall be cancelled 
for cause by the board. 








W. B. Irvin, Prudential superintendent 
Altoona, Pa., recently retired from ac- 











The Backbone 
Of Your Future Income 


An unfailing source of income, even 
though not very large, should be the 
nucleus of any retirement plan. 


Our Life Income Plan guarantees a 
monthly life income beginning at age 
55, 60 or 65 and insures the life and earn- 
ing ability up to the retiring age selected. 
Cash at maturity if preferred. 

This plan has a stronger appeal than 
ever before and will interest many of 
your clients. For rates, advertising, etc., 
call our local office or address 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 














W. L. MOODY, III W. J. SHAW 
Vice-President Secretory 


SHEARN MOODY J. B. MILLS 
Vice-President Asst. Vice President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Assets $43,535,337.85 
6,100,953.69 


We Have Openings for Live Men in 


Kansas Minnesota Texas 
Kentucky North Carolina West Virginia 
Michigan South Garolina 


Under Direct Home Office Contracts 


W. L. MOODY, JR. 
President 


Surplus 


ORDINARY—INDUSTRIAL GROUP 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features. 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 














tive service after completing 45 years 





a company as the home state of that 


with the Prudential. 
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On The Job For You 
366 Days In 1932 





One of the twelve 1932 Insurance 
ndar Pictures 


For a little over lc a month The Na- 
tional Underwriter 1932 Insurance Calen- 
dars will be on the job for you the 366 
days of 1932 carrying your message to 
your clientele. 


It is a twelve rotogravure sheet calen- 
dar with a different seasonal picture for 
each month. The pad is mounted on a 
heavy green colored board back and your 
mame appears at the top where it strikes 
all eyes. 


Pin this advertisement to your busi- 
ness card along with 10 cents in stamps 
and mail it today for a sample calendar 
and full information about securing the 
exclusive franchise in your city. 


THE NATIONAL UNDERWRITER 
A-1946 Insurance Exchange 
Life 











ay Ws Insurance for Beginners” 
by R. E. Spaulding. Price 
$1.00. A bird’s eye view of the busi- 
ness by a general agent of wide ex- 
perience. Order from The National 
Underwriter, A1946 Insurance Ex- 
change, Chicago. 




















PACIFIC COAST AND MOUNTAIN 




















C. L. U. Chapter Is Organized 





Los Angeles Men Seek Affiliation with 
National Organization—Leslie 
Elected President 





LOS ANGELES, Aug. 6—A group 
of chartered life underwriters here has 
applied to the national organization for 
permission to establish a local chapter 
in Los Angeles. At the organization 
meeting the following officers were 
elected: H. D. Leslie, general agent 
Northwestern National Life, president; 
Miss Isabel Daugherty, Pacific Mutual 
Life, vice-president; Verne Steward, as- 
sociate general agent Penn Mutual Life, 
secretary-treasurer. The directors are: 
Asbury Bushnell, Massachusetts Mutual 
Life, and A. C. Duckett, Northwestern 
Mutual Life. ‘ 





Mooney Names Chairmen 


SAN FRANCISCO, Aug. 6.—Dan E. 
Mooney, San Francisco manager Peoria 
Life, and recently elected president of 
the General Agents & Managers Asso- 
ciation of San Francisco, has announced 
his committee chairmen: 

Membership committee: H. H. Har- 
ding, Connecticut General; good prac- 
tice, Andy Smith, Bankers Life; legis- 
lative, Gordon Thomson, West Coast 
Life; program, J. A. Sullivan, Equita- 
ble Life. 


Real Estate Deal Illegal 


Attorney General Anderson of Wash- 
ington has delivered the opinion that the 
statutory provision permitting domestic 
insurance companies to exchange real 
estate they have acquired for other real 
or personal property does not authorize 
the exchange when in addition, a cash 





estate. 


Founded in 1850 





Life Insurance 


during 1930 again demonstrated its 
worth as the world’s premier security. 
Regardless of wars, panics or periods 
of depression, a Life Insurance contract 
in The Manhattan Life remains unim- 
paired and is matured exactly as called 
for in the individual policy. 
Insurance policy is truly a “Declaration 
of Financial Independence,” 
stitutes an essential part of any man’s 
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THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Ave., at 60th Street 
NEW YORK CITY 


A Life 


and con- 


Thomas E. Lovejoy, President 

















payment must be made. The ruling was 
made in connection with the desire of 
an insurance company, possessor of non- 
productive and practically unsalable real 
estate, to exchange it for certain income 
bearing property. In order to do so, 
the company would be required to pay 
a difference of $4,000 in cash. Mr. An- 
derson held that the proposed transac- 
tion would not be an exchange but a 
purchase and sale when any part of the 
consideration consists of money, or 
where the value of the property is 
measured in terms of money. 





Sullivan Agency Gets Plaque 


The Joseph A. Sullivan Agency of 
the Equitable Life of New York, at 
San Francisco, has been awarded a 


| beautiful bronze plaque, in recognition 
| of its leadership in paid for business 
}and new business written during the 
first six months of this year. Agencies 
competing included those in the south. 
west and Pacific Coast territory. The 
A. W. Carne Agency, San Francisco, 
and the E. L. Grose Agency, Phoenix, 
Ariz., finished second and third. 


Group Cover for Counties Barred 


Unless the legislature authorizes it, 
county courts may not enter into con- 
tracts for group life insurance on the 
contributory plan, Attorney General 
Van Winkie of Oregon has ruled. 


Parkinson to Attend Meet 


President T. I. Parkinson of the 
Equitable Life of New York is plan- 
ning to attend the educational confer- 
ence of the northern California agencies 
of the company at Yosemite National 








Park, Sept. 7-9 











ACCIDENT- AND HEALTH FIELD | 








Rates Will Be Increased 


Travelers Organizations Find That Their 
Claims Are Mounting Up to 
Greater Proportions 








The Travelers Protective of St. 
Louis is increasing the rates for Classes 
A and B from $12 to $15 a year and an- 
nounces that Class C rates have been 
increased from $24 to $30 a year for 
risks already on the books. No new 
Class C business has been written since 
July 1, and none will be written. 

The United Commercial Travelers of 
Columbus will collect $16 a year begin- 
ning Jan. 1, instead of $12 a year which 
has been collected in the past. 

These increases in rates are the an- 
swers of the two organizations to the 
experience of the last few years. Last 
year the Travelers Protective had a 
premium income of $1,349,253 and paid 
losses of $1,487,477. The United Com- 
mercial Travelers had a premium in- 
come of $1,349,674 and paid in losses, 
$1,514,961. 


Cleveland Now Home Office 


The home office of the First Na- 
tional Casualty of Ohio has been moved 
from Akron to the Guarantee Title 
building in Cleveland. M. B. Hott, 
general manager, states that the First 
National within 30 days will be in a 
position to write a multiple line of 
health and accident policies. At pres- 
ent it confines its writings to a limited 
low cost health and accident policy. 

Four new directors have been elected 
to the First National: Judge D. L. 
Rockwell, Ravenna, O.; C. F. Beck, 
president Akron Varnish Company; 
J. C. Musser, Akron attorney, and Dr. 
R. G. Pearce of Akron. 

H. E. Brennan, formerly manager 
health and accident department of the 
Gem City Life, has joined the First 
National as agency manager. 


W. E. Clark in New Post 


W. E. Clark has been appointed acci- 
dent and health manager of the eastern 
department of the Fireman’s Fund In- 
demnity. Twelve of Mr. Clark’s 20 
years experience in the accident and 
health business have been with the 
Aetna Life at its home office. 


Pittsburgh Managers Directory 


The Pittsburgh Accident & Health 
Managers Association, which was 
started in 1930, has gotten out an at- 
tractively arranged directory, containing 
a list of officers, directors, committee 
members and members of the associa- 
tion, with their addresses, telephone 
numbers and affiliations. It also con- 
tains copy of the constitution and by- 
laws. Lon C. Jeffrey of the Commer- 


cial Casualty, who assumed the leader- 
ship in organizing the association, is 
president. C. W. Elton, Connecticut 
General Life, is vice-president and W. 
A. Hopkins, Southern Surety, secretary, 

The Pittsburgh association is affiliated 
with the National Association of Acci- 


dent & Health Insurance Managers 
Clubs. Its annual meeting will be held 
Sept. 21 in Pittsburgh. 





Anstett, Vance on Program 


Among the speakers who have been 
secured for the annual meeting of the 


International Claim Association at 
Swampscott, Mass., Sept. 14-16, are C. 
E. Anstett, superintendent inspection 


department New York Life, and W. R. 
Vance, professor of law at Yale uni- 
versity and former dean of the law 
school of Washington & Lee Univer- 
sity. Professor Vance is author of sev- 
eral insurance works. 

R. H. Brusoe, Commercial Casualty, 
is chairman membership and credential 
committee of the claim association; P. 
E. Tumblety, Columbian National, hotel 
and accommodation committees; E. M. 
Sheehy, Massachusetts Bonding, enter- 
tainment; E. A. Jones, Fidelity & Cas- 
ualty, legal committee. 








NEWS OF FRATERNALS 




















Tells About A. O. U. W. Plan 


W. E. Wright of the Extension Division 
Gives Some Interesting Facts About 
the Order 








J. B. Duryea, in his book “What to 
Know” about life insurance, referring 
to fraternal insurance used the A. O. 
U. W. as an example of the failure of 
the fraternal system and said, referring 
to this order: “This elimination of 
young and healthy lives accentuated the 
difficulties, resulting in the complete 
collapse of the order in 1915 As a 
matter of fact it was only one of the 
smaller jurisdictions of the A. O. U. W. 
which went out and several flourishing 
organizations of the order are still in 
existence. 

Started at Meadville, Pa. 


W. E. Wright of the extension divi- 
sion of the Grand Lodge A. O. U. W. 
covering several states with headquar- 
ters at Fargo, N. D., furnishes THE Na- 
TIONAL UNDERWRITER with the following 
interesting statement regarding the 
order: 

“The original date of organization was 
1868 at Meadville, Pa. The grand lodge 
had a rule that whenever a state or jur- 
isdiction, as it was called, reached 4 
membership of 2,000, it was eligible to 
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incorporate as an individual A. O. U. W. 
This continued until there was a sepa- 
rate jurisdiction in almost every state. 
These had no financial connection be- 
tween each other but were governed by 
the grand lodge as to rules and by-laws, 
etc. As time went on, either through 
mismanagement or dwindling of mem- 
bership, certain states closed their books 
and quit business. One of these was 
California, about 1915. Wisconsin and 
Montana also discontinued. 

“In 1904, the grand lodge voted to 
adopt adequate rates based on the A. O. 
U. W. 3 table. All of the jurisdictions 
did not adopt these rates at that time. 
However, North Dakota took the lead 
and made the change. As well as being 
the first fraternal the North Dakota jur- 
jsdiction was the first society in the 
country to adopt adequate rates. Others 
have followed until all of the A. O. 
U. W.’s are on a legal reserve basis. 
North Dakota later entered California 
and Montana, two of the states which 
discontinued, and has been successful in 
building up a very nice business in both 
states. 

Various Jurisdictions 

“This jurisdiction (North Dakota) is 
now comprised of the following states: 
North Dakota, South Dakota, Montana, 
Idaho, Wyoming, Utah, Nevada, Cali- 
fornia, Connecticut, New Jersey and 
New York. South Dakota merged July, 
1929, and the Connecticut jurisdiction, 
which is comprised of Connecticut, New 
York and New Jersey, merged Dec. 31, 
1930. The A. O. U. W. of Iowa heads 
up another group of states—Iowa, IIli- 
nois, Indiana, Kentucky, Michigan, Mis- 
souri and Wisconsin. Kansas is also 
another large jurisdiction, operating in 
Kansas, Arizona, Colorado and New 
Mexico. Minnesota is a separate juris- 
diction with a membership of approxi- 
mately 16,000. 

“There are many other A. O. U. W.’s 
throughout the United States and data 
concerning those can be obtained from 
the book ‘Statistics of Fraternal So- 
cieties.’ The North Dakota jurisdiction 
is by far the largest and the one to 
which other jurisdictions seem to be 
turning whenever a merger is contem- 
plated.” 


End Modern Woodmen Fight 


Modern Woodmen headquarters at 
Lincoln, Neb., announce a permanent 
injunction issued by an Illinois court 
has put an end to all insurgent move- 
ments against the rates adopted at the 
head camp meeting in July, 1929, and 
that the work of changing over the old 
members’ insurance into the new forms 
offered is proceeding without difficulty 
or interference. In June the order wrote 
$6,726,000 of insurance, of which $879,- 
400 represented old insurance ex- 
changed for new forms. This brings 
the total of those exchanges to $768,- 
258,426, which includes additional in- 
surance to old members. 


_ The Continental National Life has been 
licensed in Missouri and is now operat- 
ing in ten states—Montana, Idaho, Colo- 
rado, Nebraska, Kansas, Missouri, Ar- 
kansas, Texas, New Mexico and Arizona. 





Western & Southern 


Stimulates Interest 





To stimulate the interest of its 
field force in reading insurance 
publications, the Western & 
Southern Life has inaugurated a 
new plan whereby every company 
representative mentioned in insur- 
ance journals is notified of the 
fact and given the name and ad- 
dress of the publication so that 
he may obtain copies or subscrip- 
tions direct from the publishers. 
The company hopes that this plan 
will r ult in all of its 4,000 rep- 
resentatives becoming better ac- 
quainted with insurance matters 
by being subscribers and readers 
of insurance magazines. 

















NEWS OF LIFE POLICIES | 


New Policies, Premium Rates, Dividends, Surrender | 
Values and all Changes in Policy Literature, Rate | 
nting the “Unique Manual- | 
Digest.” published annually in May at $4.00 and the | 

















“Little Gem™ published annually in April at $2.00.) 








Issues New Mortgage Policy 





Central Life of Iowa Form Reduces 
Amount of Insurance When Mort- 
gage Is Decreased 


The Central Life of Iowa has issued 
a new mortgage policy. It provides 
$5,000 protection through the first five 
years. Then the assured having re- 
duced his mortgage, the policy is re- 
duced to $3,750 and five years later it is 
reduced to $2,500. The premium is like- 
wise reduced. Non-forfeiture values for 
the 11th and later policy years on a 
policy of $5,000 initial amount are the 
same as those on an endowment at age 
85 on a policy for $2,500. Rates for the 
new policy follow: 


Prem. Prem. Prem. 
First Second After 
Age 5 Years 5 Years 10 Years 
20 57.78 
25 63.91 
30 71.96 
35 82.65 
40 97.38 
45 118.03 
50 148.60 
55 192.23 





Texas Security Life 


The Texas Security Life of Dallas an- 
nounces the new “N-Come” policy, an 
exclusive feature of that company. The 
policy was worked out by Ben Mitchell, 
secretary; J. B. Rogers and H. C. Har- 
ris, vice-presidents. It is designed for 
men, ages 25 to 50. The premium is the 
same regardless of the age at which it 
is taken and it pays the same amount 
monthly. August is to be devoted to 
this special feature policy. 


Life Policies Notes 


The Catholic Knights of Wisconsin, at 
its annual meeting in Oshkosh, Wis., 
increased the maximum amount of in- 
surance carried by any one member 
from $5,000 to $10,000. A resolution was 
also adopted providing for the addition 
of a juvenile department. 








ASSOCIATIONS 




















Akron, 0.—James I. Thompson, chair- 
man educational committee of the Akron 
association, reported at a special meet- 
ing of the executive committee that his 
committee had suggested to the National 
association that a round table confer- 
ence be held at the National convention 
at Pittsburgh for those interested in the 
promotion of life insurance education, 
such as association presidents, educa- 
tional committee chairmen, home office 
educational directors and life insurance 
instructors. 

Chairmen of the committees of the 
Akron Association, as announced by 
President Kennedy, are as follows: Pro- 
gram, C. F. Meese; educational, J. IL 
Thompson; membership, T. A. Ferns; en- 
tertainment, J. T. Kimberly; attendance, 
H. J. Shaffer; publicity, C. W. Whittier; 
grievance, R. R. Werts, and legislative, 
H. B. Harpham. 

The secretary was instructed to ad- 
dress a letter to Dean Spaulding of the 
American College of Life Underwriters 
advocating the granting of a C. L U. 
designation to Professor Holmes, who 
conducts the Educational Institute at 
the University of Akron. This request 
is made to advance the cause of life in- 
surance in Akron. The regular rule of 
the National College is that the C. L. U. 
designation may not be given until after 
the end of the third year of teaching. 


* * * 


Les Angeles—A resolution endorsing 
the La Fiesta movement, which is to 
culminate in a pageant celebrating the 
150th anniversary of Los Angeles, Sept. 
4-13, has been adopted by the Los 
Angeles association. The life under- 
writers pledged their practical support 





to the La Fiesta Association. 








HELPFUL 
Home Office Contact 


EVERY WEEK IN THE YEAR 
through 


A REAL AGENCY PAPER / 





&specially prepared for the exclusive :use of 
representatives of the 


AMERICAN CENTRAL 
LIFE INSURANCE COMPANY 


INDIANAPOLIS 


“G uaranteed 


Guaranteed 
Benefits 


Low Cost” 


HERBERT M.WOOLLEN 
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BROKERAGE CONTRACTS 


For the right man, this company offers 
something exceptionally attractive in 
the way of Brokerage Contracts. If 

ww you are an experienced insurance man 
with the necessary qualifications, do 
not fail to investigate what we have to 
offer. Write or call personally. 


The Dominion Life Assurance Company 
2724 Union Guardian Bldg. Detroit 
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Monthly Income 


Insurance And How To Write It 
By Harry McNamer 
Price $2.00 


N this book Mr. McNamer 

emphasizes the widespread 
need and the growing use of in- Order from The 
come insurance. He has been National Under- 
specific in showing how it will writer, Als In- 
fit individual requirements. Mr. surance Exchange, 
McNamer is a_ successful life Chicago. 
underwriter, specializing in in- 
come insurance. 
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ACTUARIES 














CALIFORNIA 








Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 








ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 

















L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














J. Charles Seitz, F. A.I. A. 


CONSULTING ACTUARY 
Auther “A System and Accounting for a Life 
insurance Company.” 
Attention to 
Legal Reserve, Fraternal and Assessment Busineso— 


Pensions 
228 North La Salle Street 
Phone Franklin 6559 





Chicage 




















INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 














HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 











MISSOURI 








» ALEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown a St. Louis 


an 
800 Securities Building, Kansas City 











NEW YORK 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 














Woodward, Fondiller & Ryan 


Consultants 
Actuarial, Accounting and 
Management Problems 


90 John Street New York 

















LIFE INSURANCE AS A PROPERTY 
INVESTMENT 
“It will revolutionize Life Insurance 


says one mpany President. Exclr, y 
and completely developed y in the New 
Training Cour of 
Vatererting, by Abner tr. Pub- 
1 by 





Feverish Day in 
Life Insurance 


(CONTINUED FROM PAGE 1) 


conduct educational programs for agen- 
cies. Extensive literature has been got- 
ten out. Yet undoubtedly some execu- 
tives are beginning to question the 
wisdom of all this expense. They fear 
that too much stress has been placed on 
this factor. While they realize that a 
life insurance agent should be prepared 
and should know enough about the busi- 
ness to talk intelligently and adapt a 
policy to the needs of the prospect, yet 
they declare that many good agents have 
been submerged in an avalanche of edu- 
cational ideas. These executives say that 
many agents feel that it is necessary to 
spend a large part of their time in delv- 
ing into text books, study courses, mas- 
tering tax and inheritance problems, the 
making of trusts, wills, budgeting, legal 
phases of life insurance, etc. 


Views of an Executive 


An executive in speaking about the 
situation in his own company makes the 
following comment: 

“I thoroughly believe in educational 
processes. I believe that a well prepared 
man who is a master in his calling has 
an advantage in it. At the same time I 
think we have not discriminated as we 
should. There are hundreds of life 
agents that know human nature. They 
depend very largely on intuition. They 
may not be able to tell the why or the 
wherefore or to explain the intricacies 
of insurance. They know it will work. 
They are like automobile owners and 
drivers who have great confidence in 
their machines and yet do not know 
anything about the mechanics of them. 
They could do nothing in case of an 
emergency. 

Life Insurance Works 


“My own belief is that we have gone 
to the extreme in attempting to educate 
agents. I think we might have selected 
a few men who are well adapted to study 
and who find it desirable to have a work- 
ing knowledge of life insurance in its 
various phases because they deal with 
big men who have complicated prob- 
lems. Ninety-five percent of the men 
carrying a rate book have no need of 
income tax information, inheritance 
tax knowledge, estate analysis, actuarial 
information and all that. They know 
that life insurance is a good thing. It 
protects the family. It protects a busi- 
ness. It gives a man the chance to do 
things because his family is looked after. 
It sends the children to school. It keeps 
the roof over the house. It holds the 
home together. It works successfully. 
These are fundamentals. 


Selling Sense Is Blunted 


“Without criticizing in the least the 
American College of Life Underwriters, 
I think that too many of our agents 
have gotten the idea that they cannot 
sell insurance properly unless they get 
the C. L. degree. Therefore they 
delve into all sorts of subjects, abstruse 
and profound. They take up a lot of time 
that should be spent in soliciting in try- 
ing to study. They are not students. 
The more of the higher knowledge they 
acquire, it seems to me, the more their 
selling sense is blunted. My impression 
is that we have tried to use our educa- 
tional program for every agent in the 
field. Not every young man has the ca- 
pacity of going through college. His 
knowledge must be gotten in the good 
old university of hard knocks. He has 
no right to deal with differential cal- 
culus, Latin or astronomy. 


Some Agents Overloaded 


“The man with a rate book should 
have sufficient information so that he 
can talk intelligently. He should read 
a certain amount of literature that will 
better equip him for his task. He should 
not be overloaded. His mind should not 
be diverted to study from selling. His 
duty is out on the firing line, making 














contacts and presenting the gospel. He 
has no reason to give a large amount of 





time to delving into the higher literature 
of insurance. The C. L. U. degree is a 
mighty good thing for some agents be- 
cause they are natural students and they 
should have a comprehensive knowledge 
of insurance and general business. How- 
ever, it is discouraging to some agents 
who have not the capacity to study and 
yet get in their minds the idea that un- 
less they are C. L. U. men they are not 
likely to be received. The C. L. U. de- 
gree means nothing to a large number 
of people but it means something to 
others. 
Some Agents Spoiled 

“IT thoroughly believe in rational, edu- 
cational services. I think that a general 
agent or manager should study his men 
and know what to apply. I think that 
many agents have been spoiled by 
‘cramming for examinations.’ They can 
learn far more out selling life insurance 
than they can in poring over a lot of 
literature or listening to profound lec- 
tures. There is a golden mean which 
we should find in our educational move- 
ment in life insurance. We have gone 
to the extreme, it seems to me, during 
the last few years. We have tried to 
send every life insurance man to a uni- 
versity. 

Individual Agent Not Studied 


“Some of our companies have had an 
extensive educational personnel and nat- 
urally the educational department had 
to justify itself. This has resulted in a 
large amount of literature, correspond- 





ence courses, lectures, sales ideas, books, 
planning forms, field service, etc. The 
individual agent himself has not been 
studied as he should. We have educateg 
by mass methods. We have tried jp 
many ways to fit the same suit of clothes 
to every man, although we have decrieg 
this very policy in our insurance sales 
methods. The general agent or agency 
supervisor or educator knows the per. 
sonnel of an agency intimately and jp 
my opinion is well fitted to know just 
how much education a man can absorb. 
For instance a life insurance man should 
know something of the legal aspects 
of insurance but he need not be a law. 
yer. He should know in his solicitation 
whether there is need for legal counsel} 
and then suggest to his prospect that 
he take the matter up with his lawyer, 


Native Ability Overwhelmed 


“The great majority of our agents are 
plain going, every day salesmen, who 
are selling simple life insurance. They 
need the arguments that are appropriate 
for life insurance protection without the 
demands that come to a man of large 
affairs. The straight-forward, simple 
terms will do the trick in almost alj 
cases. We should not overwhelm native 
ability in selling with too much erudi- 
tion. We have spent a lot of money on 
education. I am not decrying prepara- 
tion and education in life insurance. We 
need it. The trouble is we have gone to 
the extreme in this as we have in other 
departments of our business.” 








FRIENDS OF DISABILITY THEORY FOUND 








(CONTINUED FROM PAGE 1) 


“The conditions under which the dis- 
ability clause is being written today are, 
therefore, very much better than they 
have ever been and, for that reason, 
future experience should not be so bad 
as it has been in the past. The limita- 
tion of the benefit in the commissioners’ 
clause will also limit the claims and it 
may be, with careful selection, that the 
present clause will prove a satisfactory 
proposition. 

“On the other hand, while I do not 
believe that we should be influenced by 
the experience shown under policies is- 
sued under the old conditions and under 
different methods of selection, I believe 
that some modification of the clause 
might well be made in the near future. 

“In the first place, if the benefit is to 
cover permanent and total disability 
only and, as the average policyholder 
can generally take care of himself for 
the shorter periods of sickness, I be- 
lieve that a longer waiting period could 
well be adopted. In other words, the 
present waiting period of four months 
should be increased to at least six 
months, if not more. Again, I believe 
that, owing to the difficulty of differen- 
tiating between old age and actual sick- 
ness, the period of coverage might also 
be limited and, after the attainment of 
age 55, the benefit should cease unless 
the insured has previously become dis- 
abled. Other limitations might also be 
made with some idea of limiting the 
benefits under the clause and make it a 
more practical proposition from the 
point of view of the life insurance com- 
pany. 

“The results of these _ limitations 
would be that the individual for whom 
this benefit was actually designed would 
be covered and that without paying 
benefits which are merely for temporary 
sickness or for an old age income con- 
tract of some sort. 

“I believe that the total and perma- 
rent disability clause has a real place 
in life insurance and serves an economic 
need and I, personally, would regret 
very much to see its elimination from 
the contracts of American life insurance 


companies.” 
* * * 


Jas. F. Little Wants to 
Wait for More Evidence 


Mr. Little prefers to wait until further 
evidence is in, before committing him- 
self as to what should be done to remedy 





the disability situation. His views fol- 
low: 

“It is true that the relatively large 
losses shown by a number of companies 
on account of disability benefits in life 
insurance policies have caused serious 
consideration to be given to the prob- 
lem as to whether the increase in dis- 
ability claims will not in part at least 
remain a permanent feature of that sec- 
tion of the business, even though such 
increase was in the first instance largely 
a result of the prevailing depression. 
ae seems; too early at the present 
time to offer an opinion as to what 
steps, if any, should be taken in the 
situation.” 

* * * 


Disability Theory Is 
Fundamentally Sound 


Mr. Grant, like the executive of the 
eastern company, believes that the dis- 
ability theory is sound and that steps 
should be taken to revise it rather than 
to abandon it. Mr. Grant’s opinion is 
as follows: 

“I consider the theory sound, and I 
doubt very much whether the time will 
come when disability benefits, both as 
to waiver of premium and monthly in- 
come, will be entirely abandoned by life 
insurance companies. 

“The difficulties which the companies 
are ex periencing today have been 
brought about, in my opinion, by these 
factors: 

“1. In the beginning even the large 
life insurance companies looked upon 
such disability as a remote contingency, 
and did not provide adequate rates to 
cover eventual loss. 

“2. Because they considered it as a 
remote contingency they gave little or 
no attention to those questions of under- 
writing, which pertain especially to dis- 
ability insurance as contrasted with life 
insurance. 

“As an illustration, it is only within the 
past two or three years that any con- 
siderable number of life insurance com- 
panies have even thought it necessary 





ACTUARY WANTED 
Well established middle western Company 
has opening for an Actuary. Young mam 
with some experience preferred. Splendid 
Opportunity. Replies treated confidentially. 
Address T-96, The National Underwriter. 
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— 
to ascertain the amount of other dis- 
ability insurance already in force. Even 
yet I suspect a large number of com- 
panies are undertaking to pass upon 
applications for this insurance with no 
question in the application as to the 
amount already in effect. ce 

“It is only recently that life insurance 
companies have looked with favor upon 
the prorating clause—although without 
it an applicant can increase his insurance 
to whatever extent the new companies 
to which he anplies may be willing to 
grant insurance, and in event of dis- 
ability the insured may find himself with 
a substantially larger income than ever 
enjoyed during the days of good health 
and business activity. ; 

“9 For the same reason heretofore 
given, the average life company has not 
had sufficient claim responsibility to 
justify the development of a highly 
trained claim organization. I recall with 
what amazement | listented to the re- 
port of the committee on disability made 
before the American Life Convention 
meeting only two years ago, in which 
it was recommended that every life insur- 
ance company should install a claim de- 
partment. The idea of undertaking to 
handle disability claims without a claim 
department seemed so impossible to me 
that I could not help but wonder how 
companies expected anything but dis- 
aster, when undertaking to have both 
their underwriting and their claim prob- 
lems handled by employes untrained for 
that work. 


Poor Underwriting Shows 
Up During Depression 


“Even those companies with the most 
highly trained underwriting and claim 
staffs are finding their problems to be 
severe during such business periods as 
we are now passing through. It must 
be obvious, therefore, that those com- 
panies whose business has been poorly 
underwritten and who either have no 
clam department or an inefficient one, 
must expect nothing short of a disas- 
trous experience during these difficult 
times. 

“The chief obstacle to the successful 
handling of disability insurance by so 
many life companies is that they do not 
have sufficient volume to justify the em- 
ployment of a capable underwriter and a 
capable claim adjuster. So long as they 
undertake to operate without such an 
organization it is probable that they will 
always be risking a costly experience. 

“The rather surprising thing in the 
present situation is that the larger com- 
panies which have been quite capable of 
employing highly trained officials are 
the ones that have had the most un- 
favorable experience with disability and 
are paying the biggest penalty for their 
failure to appreciate the risk they were 
taking. 

Large Lines Are Ones 

Causing Most Trouble 


“This is probably due to the fact that 
they have so much of this insurance in 
force where there is a large line of dis- 
ability carried, and in this period of de- 
pression there is a larger percentage of 
their risks that are claiming total dis- 
ability than is true with the smaller 
companies. 

“If the management of all life com- 
panies could realize the hazard assumed 
under disability insurance and all the 
large companies organize themselves 
Properly against this hazard, and all the 
smaller ones find some means of rein- 
suring a portion of it, then it might be 
successfully conducted by life com- 
panies, 

“The problem might be met by the 
smaller companies by effecting a rein- 
surance arrangement with some larger 
one, with the understanding that the 
company taking the reinsurance would 
pass on all the risks, and all the claims. 
In this way the small company would 
have the benefit of both the underwrit- 
ing and claim ability of the larger one. 
When the time came that their own 


volume justified their employing men 
trained in those two departments they 
could then discontinue the reinsurance 
arrangement and be prepared, through 


takes that would have been sure to have 
been made in the beginning.” 
x * 


Canadian Experience Has 
Been More Favorable 


The official of the Canadian. company 
points out that the disability experience 
in Canada has been more favorable than 
in the United States. He feels that the 
Canadian companies will follow the 
larger companies of the United States 
in their disability policies. He writes 
as follows: 

“As you are doubtless aware, this 
subject is being given the most careful 
attention by companies generally and 
particularly by the larger companies 
whose recently published figures indi- 
cate an unfavorable experience. It is 
obvious that something must be done 
in the matter and I am inclined to think 
that the attitude of those Canadian com- 
panies who operate in the United States 
will be much the same as that of the 
larger United States companies. 

“In Canada the experience so far has 
not been as unfavorable as that in the 
United States, but I have no doubt but 
that the companies here will be mak- 
ing some changes, not only in the 
benefits granted but in their underwrit- 
ing methods.” 

* * * 

The president of the Iowa company 
believes that restrictive features will 
have to be adopted. 

“We feel some change in the benefit 
of a restrictive character will have to 
be made, such as, for example, requir- 
ing that disability must occur prior to 
age fifty-five and possibly reducing the 
income feature from $10 per month to 
$5 per month on each $1,000 of insur- 
ance. 

“We feel that the present unfavorable 
economic situation is an important fea- 
ture in bringing about the present losses, 
but that difficulty, which is, of course, 
temporary, is not the only one involved.” 


Class Has Splendid Record 


Northwestern Mutual’s C. L. U. People 
in Its Chicago Agency Owe Much 


to Instructor 








Out of the 12 men of the Northwest- 
ern Mutual Life agency in Chicago who 
took the complete examination on all 
five sections for the C. L. U. degree, 10 
qualified. One received credit for four 
sections and another for three sections. 
Seven other agents took the examina- 
tion on one to three sections. Of the 
75 section examinations taken by 19 
men, 68 were passed successfully. 

E. T. Lothgren, assistant to General 
Agents Hobart & Oates, had charge of 
the class. The agents started their 
work in October, holding a two-hour 
session every Monday evening through 
the various months and two sessions a 
week during the last month before the 
examination. Mr. Lothgren’s method 
in conducting the review sessions con- 
sisted of a resume of the assignment for 
the week with the quizzing of individ- 
ual agents and some discussion. He 
had some written examinations. Mr. 
Lothgren has been connected with the 
Chicago agency since 1923. He is a 


graduate of Augustana college and 
Northwestern university. He himself 


received the C. L. U. degree in 1929, 
being one of the first four men in Chi- 
cago to qualify. The Chicago agency 
now has 12 men who have the C. L. U. 
degree. Ten of these hold university 
degrees. 


St. Paul Total $11,540,000 


In compiling the Life Payments Lo- 
calized Number of THe NarTIoNnAL 
UNDERWRITER, the statistical department 
discovers with great regret that an error 
was made in reporting the payments in 
1930 to St. Paul, Minn. The correct fig- 
ure should have been $11,540,000, or ten 
times that shown in the tabulation. 
This correction places St. Paul in 15th 
position among cities of the United 

















experience, to avoid many of the mis- 


States and Canada. 
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recently to agents of -- 
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and Double Indemnity Benefits. 
for Field Representatives and for Policyholders. 


Those contemplat engaging in life insurance field work as a career of broad 
service and personal achic i 


The Mutual Life Insurance Company 


THE FORMULA OF SUCCESS 


IFE INSURANCE can be explained in plain, everyday language. 
The facts can be simply stated. People need to be told about life 


insurance by one who knows life insurance and its adaptability. Sales- 
men of integrity, ability and coura 
the facts of life insurance service wi 


Tus Mutvat Lire or New York, with its long history of increasing success, offers 
It writes Annuities and all Standard forms of life insurance. Disability 


34 Nassau Street 
DAVID F. HOUSTON 


who will work systematically and plainly state 
be Masters of their craft and successful. 


It has ny practices to broaden and expedite service 
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New York, N. Y. 
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Life, Accident and Health Insurance 


For further 


or our AGENCY DEPARTMENT, 77 Franklin St., Boston, Massachusetts 





YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


NOT TOO LARGE 
NOT TOO SMALL __ 
The Solid Growing Company Officered by Men Who Are Agency Minded 
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Circularization Aide—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
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COLUMBIAN NATIONAL LIFE 
INSURANCE COMPANY 


A Massachusetts Company 


Issues Guaranteed Low Cost Policies 
Offers Attractive Agency Connections 


ARTHUR E. CHILDS, President 
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NO DEPRESSION 
for this man 


He sells something that everybody 
needs—the protection afforded by United 
Life policies which contain ALL IN 
ONE CONTRACT: 


LIFE INSURANCE WITH DOU- 
BLE AND TRIPLE INDEMNITY 
FOR ACCIDENTAL DEATH. 
NON-CANCELLABLE, NON-PRO- 
RATABLE WEEKLY ACCIDENT 
INDEMNITY. 
WAIVER OF PREMIUMS AND 
MONTHLY INCOME FOR TOTAL 
AND PERMANENT DISABILITY. 
In addition to attractive policy con- 
tracts in the form of ordinary life, lim- 
ited payment life, endowments, monthly 
income, educational endowments, and 
juvenile insurance he offers 
THE INCOME INDEMNITY CON- 
TRACT—THE NEVER FAILING 
SUBSTITUTE FOR THE SALARY 
CHECK 


His advice to ambitious agents is 
this: Get in touch immediately with 


UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 


Home Office: United Life Building 
CONCORD, NEW HAMPSHIRE 











$1,000 to $1,600 
Ordinary Life Insurance at An’ 


Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


If you reside in Ohio, Illinois, Indiana, 
Kentucky, Louisiana, Pennsylvania, Tennes- 
see, West Virginia or the District of 
Columbia 


Write for Sample and Particulars 
This is one of | aa contracts 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 
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MANAGEMENT 





The possibilities in life insurance sales 
training have hardly been scratched, if 
the suggestion of a veteran Chicago 
manager based on actual results from 
a study of voice culture and histrionics, 
should prove practical. 

Some years ago, E. B. Thurman, gen- 
eral agent New England Mutual in Chi- 
cago and past president Chicago Asso- 
ciation of Life Underwriters, was a man- 
ager in Cleveland. He ran across a 
likely prospect for an agent, a high 
pressure, money-getting, custom shirt 
salesman. When he was tried out the 
man proved to be a dismal failure. He 
had a high nasal voice which completely 
ruined the life insurance picture which 
he tried earnestly to paint. 


Thurman Sends Agent to 
Undergo Voice Culture 


After some months Mr. Thurman had 
an idea. He arranged for the agent to 
study voice from a nationally known 
teacher in Pittsburgh. He sold the agent 
on the idea and the latter studied and 
practiced faithfully four months. 

At the end of that time his strident 
tones had disappeared and he had a 
pleasant, rich voice. Mr. Thurman adds 
that in the succeeding 12 months the 
agent sold about $600,000, and since has 
gone up nearly to $1,000,000. 

Some life insurance educators realize 
the legitimate place which histrionics 
occupies in life salesmanship and some 
few managers. Mr. Thurman believes 
many failures among the agents would 
be turned into successes by a study un- 
der an expert of no more nor less than 
acting—how to enter an office, what to 
do with the hat, the precise expression 
to wear on one’s face, gestures, set of 
the body, voice control, as well as the 
proper words to use, a matter already 
well covered in the prepared presenta- 
tions advocated by many companies. 


Believes Personality Can 
Be Cultivated 


Mr. Thurman believes that personal- 
ity can be built up step by step through 
intelligent analysis and practice of funda- 
mental principles. He finds that other 
American businesses are far ahead of 
life insurance in the technique of sell- 
ing. 

He emphasizes that he does not mean 
that the learning of a mechanical sales 
formula necessarily would bring success 
in life insurance, but he points to the 
legitimate stage as an example of what 
he means. 

There perhaps may be considerable 
argument over the proposition that any 
one by going through a complete course 
of sales histrionics could become a suc- 
cessful life insurance man, just the same 
as over the idea that any one could be 
a great actor. Perhaps greatness is not 
needed so much as is adequacy. It 
has often been noted by life insurance 
men that persons skilled in public speak- 
ing, which demands knowledge of many 
methods of playing on human emotions 
—such as ministers, educators and 
school teachers, actors—have an unusu- 
ally consistent record of success in life 
insurance. 

The actor and other public speakers 
learn by experience, it is true, the same 
as life insurance agents, but they also 
learn through deliberate study and prac- 
tice of technique over a long period. 

In the case of the actor, he perfects 
himself by this study and practice so he 
can portray all human emotions, by 
voice, gesture, attitude of body, etc., so 
they seem real emotions to the audience. 














For that purpose they are real, Mr. 





Manager Believes Study of Sales 
Histrionics Would Help Business 


Thurman points out. In spite of the ob- 
vious trappings of the mime, such as 
scenery and an artificial setting, the 
audience for a time under the hands of 
a skilled actor forgets this unreality and 
sees only reality, dropping a tear or 
laughing or shuddering as the mood of 
the moment may be. Yet the actors are 
going through a routine which in the 
case of many individuals leaves them 
comparatively cold. By playing their 
parts perhaps 200, 300 or more times, 
they have learned to recreate life, but 
to them it is just a business. The same 
rule can be applied by the life salesman, 
who by retaining control of his own emo- 
tions and faculties can be in better 
position to sway his prospect. 

There are some companies and 
agencies which in a small way are carry- 
ing out this idea. Agents are required 
to memorize several sales talks and to 
present them again and again to a su- 
pervisor, who criticizes the presenta- 
tion. But there is very little ever said 
about the hands, feet, voice, etc. 

Veteran salesmen know that it is dan- 
gerous to the sale to toss one’s hat 
on a man’s desk, to fiddle with one’s 
hat or other object while talking, to fix 
a grim “do or die” expression, on the 
face during the interview. Naturalness 
of expression, voice and deportment is 
the ideal, but so few salesmen are their 
natural selves in the presence of a pros- 
pect. The successful agents almost 
without exception are natural. 

It is obvious that in the case of the 
latter this is a product of study and prac- 
tice. They have learned the technique 
so well that they are able to create the 
illusion of reality, and perhaps the habit 
-_ become so well settled that it is 
real. 

The beauty of the life insurance busi- 








Stress What Proceeds 
of Endowment Will Buy 





In soliciting endowment con. 
tracts a field supervisor of one of 
the large companies impresses 
upon agents the necessity of sell. 
ing what the proceeds of the en. 
dowment will buy, instead of 
merely the fact that a certain 
amount of money will be delivered 
at the end of a certain time. It is 
just as important to sell endow. 
ment to fit a need as it is to sel] 
other insurance to fit a need. For 
instance, this field supervisor told 
a group of agents in a poultry reg. 
ion that a prospect might be told 
that the proceeds of an endow. 
ment could be used to buy a 
chicken farm. 
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ness is that while the actor is presenting 
a picture of events which perhaps never 
occurred in real life and never would, 
the agent is dealing with stark reality: 
with one event, death, which surely wil 
transpire, and with other contingencies 
so close to the heart and well being of 
the prospect, “his audience,” and the 
prospect’s family and business that the 
agent, unlike the actor, can put his whole 
soul into his presentation, knowing that 
it is reality he is presenting and not the 
illusions of the theater. 


Realtors as Agents 


_ Some managers report success in get- 
ting new agency connections by circy- 
larizing real estate operators. Most of- 
fices, which specialize in real estate, 
also sell various forms of property in- 
surance, but they have not been ap- 
proached as to life insurance contracts 
so extensively as have offices whose 
principal interest is general insurance. 
Real estate business is in the doldrums 
and real estate men have been found 
to be receptive to the idea of a life 
agency connection. 

One manager in Chicago recently cir- 
cularized 30 real estate men in the loop 
district and received three responses, 





How a Company 


is Carrying 


Out Planned Sales Campaign 





The first of a series of planned sales 
campaigns on special policy forms has 
been released by the Lincoln National 
Life on its 23-year endowment policy. 
This campaign is in four parts and in- 
cludes a lead production plan as its 
active center. 

The lead cards—unique, tested busi- 
ness reply card forms, with teaser copy 
—are sent out in advance to prospects 
by the agent. The agent affixes his 
name to each card sent, and on their 
return they go to the home office, are 
recorded and checked, and immediately 
cleared back to the agent interested. 


Prospect is Called On 


When the lead is received by the 
agent, he calls on the prospect. The 
salesman is equipped with a one-page 
brief, the second part of the campaign, 
personally filled out for the prospect. 
These briefs are simple in subject mat- 
ter and give an attractive, easily under- 
stood outline of the benefits of the 
policy. The sales talk for the policy 
follows the outline already filled in. 
These outlines, or briefs, are printed on 
bond paper so that they can be easily 
filled in with pen and ink, 

A booklet, “Something Different in 
Life Insurance,” constitutes part three 
of this system. It contains a detailed 
description of the twenty-three-year en- 
dowment plan. This is delivered to and 
left with the prospect as an answer to 
his request on the lead card. 








The fourth part of the campaign is 
the special instruction in the use of this 
material. It is issued as a regular Mon- 
day morning message. 

The policy form on which this system 
is first being used was designed by A. L. 
Dern, manager of agencies. Some years 
ago, when Mr. Dern was engaged in 
actuarial and underwriting work, he 
thought of a flexible policy which would 
meet the many changing needs of the 
young unmarried man. He set to work 
on the plan and the 23-year endowment 
was the result. From the very begin- 
ning this contract was a leader among 
Lincoln National specialties. Sales talks 
have been built around it and many 
salesmen have used it as a leader in their 
sales kit. 

Policy is Flexible 


As a life insurance contract for young 
men, this policy is unique. It contaims 
many options, before as well as after 
maturity, so that the holder may fit his 
policy to his needs as they arise without 
the necessity of a complete new purchase 
of insurance. It gives the young man 
a plan whereby he can insure his insut- 
ability. 

Of late, since the nation-wide recog- 
nition of life insurance as a secure means 
of investment, this endowment form has 
had an even greater popularity. For this 
reason it was selected to be the first u 
in connection with the present planm 
sales campaign. 
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Type of Salesmanship Needed to 
Close “Reconstruction” Cases Is 
Described by Dudley, Travelers 





Edward Dudley, manager of the life 
department of the Travelers in Chi- 
cago, who is preaching to salesmen 
that a new day has dawned in life in- 
surance selling, that new equipment is 
needed, that production habits must be 
changed, and revision of mental out- 
look is necessary, has a valuable con- 
ception of the psychology of the man 
whose pyramided paper stock market 
fortune has been swept away. 

To illustrate his conception, Mr. Dud- 
ley takes a man, whose estate a few 
years ago was worth $25,000. In the 
dizzy days of holding companies, stock 
dividends, rights and mergers, this 
man’s modest accumulation was multi- 
plied to $200,000. He assumed the out- 
look of a $200,000 man, although he 
was never in possession of $200,000. He 
had tasted the exultation of being in 
the $200,000 class. That exultation, 
Mr. Dudley believes, he will never for- 
get. His estate today has undoubtedly 
shrunk to about what it was before the 
abnormal bull market set in. He has 
been up the ladder and down again, 
but he will continue to look with re- 
gret to the pinnacle which he attained 
for a precarious moment. 


Just Another Policy Will 
Not Attract This Man 


To the mar who has gone through 
that experience, and he is legion, Mr. 
Dudley feels that the life insurance pro- 
ducer has a sure fire message. The 
man who is this kind of prospect will 
not be interested in the salesman who 
merely has another $5,000 policy to 
offer. To this sort of man $5,000 is 
meaningless. His stock holdings prob- 
ably appreciated that much in a day 
going up and depreciated that much in 
a day going down. 

The agent, appreciating the psychol- 
ogy of this kind of a man, must offer 
something that will lift him out of his 
slough of despond, that will permit him 
to regain, with a firm foothold, the pin- 
nacle which he attained for a moment 
before the stock market crash. Mr. 
Dudley’s conception is something more 
than the restoration of a deficit in a 
man’s estate. He has in mind the recre- 
ation of man’s spirits—reconstruction 
work, it was called, among disabled sol- 
diers. A man’s fortune may be as 
great as it was a few years ago, yet it 
is only human to feel that he has suf- 
fered an ineradicable blight and per- 
manent misfortune had fallen upon him, 
because he lost what he thought was 
in his grasp. 

Imagination in High 

Degree Now Required 

The ordinary life insurance selling 
approach is not adequate for this man. 
A high degree of imagination, compre- 
hension of human instinct and an en- 
thusiastic conception of life insurance 
i$ necessary. Life insurance, to this 
man, should not be presented as an 
incidental investment. It should be 
Presented as great avenue for recon- 
struction of the individual. It should 





be presented to him as one of the most 
important undertakings of his life. The 
agent should be fearless enough to ask 
a prospect in this situation to entrust 
the greater part of his savings with a 
life insurance company as a means of 
restoring a man’s fortune to its pre- 
deflation standing. A presentation on 
that basis requires courage. It requires 
imagination. But, that is the presenta- 
tion which Mr. Dudley believes is es- 
sential in the new era of life insurance 
selling. 

When such a man’s $25,000 estate 
multiplied into a $200,000 paper fortune, 
his buoyancy of spirit had two impor- 
tant implications. First, if he was a 
normal man, the knowledge that re- 
sources of that extent were available 
banished all worry as to the future of 
his dependents. The income from 
$200,000, he knew, would be adequate 
for the needs of his family in years to 
come. Secondly, knowledge of the ex- 
istence of that fortune banished worry 
as to his own future. 

The normal man does not regret the 
loss of that fortune because it means 





denial of+ present luxuries. The regret 
is based on loss of future comfort and 
security of dependents; therefore, a life 
insurance salesman has a remarkable 
opportunity. A well balanced life insur- 
ance program, including annuities, en- 
dowments, and other investment forms, 
to provide an income for the man, 
somewhat comparable to the income he 
might have received had he liquidated 
his stockholdings at the top, is the an- 
swer. 

The man who has lost his greater 
fortune is now probably, with a feeling 
of hopelessness, trying to rebuild it. In 
the back of his mind, he probably rec- 
ognizes the futility of trying to restore 
his fortune to the $200,000 figure. But 
that is his goal. He has been there and 
nothing less will really satisfy him. The 
figure of $200,000 is a mental par, al- 
though, logically, $25,000 is par for that 
man. But the rest of his life, he will 
be plagued by a feeling of unfulfillment 
if he does not regain that mental par. 
He is hoping against hope for another 
bull market. 

A new order of 
called for, Mr. Dudley believes. Trav- 
eling in the old rut, calling on the 
same circle of people, presenting the 
idea of life insurance in a haphazard 
fashion will not accomplish results. 
Systematized effort is needed as never 
before. Study of life insurance, and 
its technical features, but above all in 
its philosophical aspects is most es- 
sential. 


salesmanship is 


Hints Given to the Average 
Life Insurance Rate Book Man 
Who is Not a $1,000,000 Agent 


By G. H. BEAMER : 


The problem of becoming a million 
dollar producer is no problem at all for 
several thousand life insurance salesmen 
and their general agents today. Their 
great concern is to increase their yearly 
production another $100,000 and thereby 
climb from the quarter million field up 
to the $350,000 or $400,000 class. 

Of course there will be plenty of star 
salesmen who will beat a million this 
year and the trade papers will combine 
to herald “how easy it is when you know 
how,” but just the same hundreds of 
hard working boys will end up with less 
than $300,000 to their credit. 
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The answer simply rests in the hard 
cold facts that thousands can make good 
in the life insurance business and pro- 
duce their $250,000 of good solid high 
premium business, but never on this 
green foot-stool will they get up in the 
million dollar class unless struck with 
an avalanche in the shape of one half 
million dollar app. Most of them, how- 
ever, can, by tapping the old think tank 
a trifle harder, increase their production 
and add an extra thousand or two to the 
wampum pile each year. 
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The immediate problem is not to start 
racing all over the south end of the state 
in quest of the Golden Fleece in the form 
of a $500,000 prospect but to start a sys- 
tematic campaign toward building the 
total to $400,000 and then to $450,000 or 
a half million. 





You might never guess it if you hap- 
pened to overhear some of the old hard- 
bitten general agents telling "em at the 
yearly round-up, but these same gentle- 
men, in the cosy intimacy of the little 
breakfast nook at home, confide to the 
Little Woman that their personally 
established quota for the agency next 
year is just two more $350,000 producers. 

—-— 

The solution to the problem of in- 
creasing the year’s output of latest model 
life insurance, for the vast majority, lies 
like safety, in eternal vigilance. Ever- 
lasting watchfulness is the price of a 
steadily growing prospect list. 

* * * 


Some mighty fine sales are resulting 
these depression-ridden days I have ob- 
served, from digging just a little beneath 
the surface. Curiosity prompted a ques- 
tion which eventually culminated in a 
$10,000 single premium. A lawyer at a 
club luncheon asked a couple of life 
salesmen if they knew anything about 
two certain companies. They both re- 
plied that they considered both com- 
panies high grade and the lawyer passed 
on. 

One of the salesmen returned to his 
office and checked up on the companies, 
finding that one of them had been 
merged recently. He went to the attor- 
ney’s office with this information and 
then inquired why the lawyer wanted to 
know about the particular institutions. 
He was told that a client had recently 














Advises How to Sell 


Reconstruction Cases 








EDWARD DUDLEY 


Edward Dudley, who is manager in 
Chicago of the Travelers’ life depart- 
ment, has a valuable message for pro- 
ducers who are interested in selling in- 
surance to restore estates of those 
whose paper fortunes were wiped out 
in the stock market decline. 


died leaving insurance in them and that 
the lawyer was settling the estate. Im- 
mediately the salesman suggested the 
advisability of the widow investing some 
of the proceeds with his company and 
the lawyer agreed to introduce the sub- 
ject and recommend it. The widow upon 
receipt of her checks turned one of them 
over to this salesman. It is only fair 
to state that the company, whose check 
she endorsed, is no longer represented 
locally. 
= 2 

It developed later that the salesman 
was fortunate in permitting the attorney 
to introduce the subject as the widow 
had little confidence in investment sales- 
men and had he approached her directly 
would have had little luck in gaining a 
hearing. Another sale of the same type, 
to another widow, resulted when a life 
salesman called on a neighbor woman 
whose husband had died recently. She 
said that she was pleased to know that 
she could make an investment with a 
life company as she had been worried 
greatly by investment salesmen, some 
of whom promised her 30 to 40 percent 
interest. The safety of life insurance 
nowadays is widely known and highly 
regarded. 

* * * 

Digging a little under the surface and 
running down all likely avenues, have 
turned up many unexpected sales for an- 
other salesman who specializes on so- 
called “death leads.” This salesman, 
working out of a small city in a rural 
territory, subscribes to a dozen news- 
papers from surrounding towns. Every 
morning he leaves his office with a score 
of names of brothers, cousins, brothers- 

(CONTINUED ON NEXT PAGE) 
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Modern Business-Getting Methods 





Plan Followed for Organizations 
to Pay Off Obligations Through 
the Medium of Life Insurance 


Tue NATIONAL UNDERWRITER is asked 
what plan is followed where insurance 
is used to provide money for a church 
or other organization to pay off its 


debts or create an endowment. The 
Franklin Life of Springfield, Ill., has 
specialized on this service. The sub- 


stance of its plan is given in connection 
with financing a building project for a 
fraternal society. This can be used, 
however, for a church or any other or- 
ganization with proper adjustment. The 
company itself nor does any of its 
agencies do any of the soliciting. The 
work is done by a campaign committee 
of the institution and frequently some 
professional person is brought in, per- 
haps with his own organization to make 
the drive. The presentation is made to 
the members in the nature of a loan. 
The point is made that the members are 
making a loan to the institution and 
this loan will be repaid at the end of a 
certain time. The company simply de- 
cides on the insurance. The loan unit 
is decided on, that is $100, $300, $500 or 
what not, and then the cost is fixed ac- 
cordingly. The Franklin Life circular 
under the title “Multiple Life Insur- 
ance” presents the plan thus: 

Definition—A multiple life policy is a 
single policy on a number of lives 
(never less than 50) covering them for 
equal or varying amounts of insurance. 
The insurance on any life is payable at 
the death of that individual, and if the 
policy is an endowment, the total 
amount of insurance on all the lives sur- 
viving at maturity of the policy. is then 
paid by the company. 
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Purpose—This type of policy is de- 
signed for use of fraternal organizations 
as a method of financing building pro- 
jects. The organization, by means of a 
multiple life policy, insures the life 
of each subscriber to the building fund 
for an amount equal to the amount 
pledged or subscribed to the fund, or 
for an amount equal to one and one- 
half, or two times the amount sub- 
scribed. 
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How Used—For example, instead of 
issuing bonds having definite due dates 
and bearing the usual rate of interest, 
the organization simply borrows a com- 
paratively small amount of money from 
each of its members who are in posi- 
tion to make such loan or advance and 
agrees to return to each member at his 
death an amount equal to one and one- 
half or two times the amount of his 
subscription. The multiple life policy 
will provide the amount due at the death 
of each subscriber when death occurs. 
The insurance plan enables the organ- 
ization to collect any unpaid balance of 
a pledge in event of a_ subscriber’s 
death without calling on his widow or 
estate for it, inasmuch as the widow 
receives only that amount of insurance 
which is in excess of the unpaid portion 
of the subscription. The balance col- 
lected from the insurance company thus 
pays the unpaid part of the subscrip- 
tion. Under this plan the organization 
has no interest charges to meet nor 
sinking fund payments to make. It has 
only to pay the premium on the multiple 
life policy which is always less than 
would be required for interest on bonds 
and sinking fund payments. 

he premium on the multiple life 


policy is reduced at each death by the 
amount of premium charged for the in- 
surance on the life of that particular de- 


of the deaths in a group will naturally 
be among the older subscribers who are 
charged a higher premium, it follows 
that the premium reductions are more 
rapid during early policy years. 
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Other Examples—In the foregoing 
example it has been assumed that the 
multiple life policy would be issued on 
a plan in which the insurance would 
be payable at the death of the mem- 
bers of the organization. A more at- 
tractive plan may be offered by using 
the 30-year endowment multiple life 
policy, because in that case the amounts 
returnable to the subscribers are paid 
at the end of 30 years or at their prior 
death. 

> & © 

Advantages to Subscriber—The insur- 
ance plan of financing offers the sub- 
scriber a life-long investment which will 
mature at his death for 100 cents on 
the dollar in cash. If the 30-year en- 
dowment policy is issued, the invest- 
ment, of course, would mature in a 
period of 30 years, or at an earlier date 
in event of death. The amount re- 
ceivable at the subscriber’s death, or at 
the end of 30 years, which is in excess 
of the original subscription may be said 
to represent the interest earned on the 
original investment. The gratification 
of fraternal loyalty and civic pride and 
the pleasure to be derived from the 
building itself are naturally the primary 
appeals and are also the basic reasons 
not only for the project itself but for 
the making of subscriptions. 
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Advantages to the Organization—The 
cost of financing on this plan is always 
less than the cost of carrying a bond 
issue because the annual financing 
charges are kept safely within the or- 
ganization’s ability to pay, and there is 
not the undue or excessive burden oc- 
casioned by the interest and sinking 
fund ‘requirements of a bond issue. This 
plan is therefore much simpler to 
handle. As the members die the pre- 
mium on the multiple life policy is re- 
duced by the amount of the premium 
required for the insurance on the life of 
the deceased member so that the an- 
nual carrving charges naturally decrease 
with time. To reduce the cost still 
further and thereby more effectively as- 
sure the permanence of the plan it is 
suggested that where the spirit of the 
organization permits, the amount of in- 
surance in the multiple life policy be one 
and one-half times the amount of the 
subscription rather than two times the 
amount of the subscription. Although 
the company naturally desires to place 
as much life insurance as possible, it is 
equally desirous of seeing the organiza- 
tion select a basis which is within its 
reach and its ability to continue in force. 
Another advantage of this plan to the 
organization is the increased loyalty 
which will naturally result from an ar- 
rangement in which the member in- 
vests his money to such obvious advan- 
tage of the organization. The organiza- 
tion in its agreement with subscribers 
may reserve the right to decrease or re- 
turn subscriptions and thereby control 
the total premium required. By exer- 
cising this right among older members 
the premium may be kept to the lowest 
levels. 

Plans—The multiple life policy will 
be issued on any one of the following 
plans: 


Plan Age Limit 


30-Year Endowment ......... 10 to 65 
Ordinary Life Graded Premium 10 to 65 
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Policy Provisions—These policies 
have cash and loan values, extended in- 
surance values, and paid up insurance 
values generally corresponding to the 
same plan of policy issued on single 
lives. The beneficiary is the organiza- 
tion which, being the owner of the 
policy, has absolute control of it. All 
premium payments are made by the or- 
ganization and all claims are collected 
by it. Collected claims are then paid 
by the organization to subscribers or 
their beneficiaries as their interests may 
appear. 

* * * 

Who May Be Insured and For What 
Amount—Under the multiple life policy 
the company insures each member of 
the organization, within the age limits 
stated above, for an amount equal to 
his subscription or for an amount equal 
to one and one-half or two times his 
subscription according to the financing 
plan adopted by the organization. The 
minimum insurance granted on any one 
life shall be that amount required for 
a subscription of $100. All subscribers 
within the age limits given above must 
be insured under the policy and the 
ratio of the insurance to the amount 
subscribed must in all cases be the 
same, that is, either exactly equal to the 
amount of the subscription, one and 
one-half times that amount, or twice 
that amount for every individual alike. 
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When Evidence of Insurability Is Re- 
quired—The company accepts all mem- 
bers not over 60 years of age, where 
the amount of insurance on any such 
member does not exceed $1,000, without 
individual application, medical examina- 
tion, or other evidence of insurability. 
In the case of persons age 61 to 65 no 
examination or evidence of insurability 
is required where the amount of insur- 
ance on any life does not exceed $500. 
Where the amount of insurance on any 
individual exceeds $1,000 if he is less than 
61 years of age, or $500 if he is between 
61 and 65 years of age, inclusive, the 
company will require satisfactory evi- 
dence of insurability and where this 
cannot be furnished, will not accept the 
risk. The above limit will apply to the 
total insurance on any person insured 
in one or more policies issued by the 
company to the organization. 
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Additional Lives—The company will 
consider the inclusion of persons who 
are not members of the organization, 
but who make subscriptions to the fund 
provided that they can furnish satisfac- 
tory evidence of insurability. Such non- 
members should be listed in a separate 
application. 

x * * 

How It Works—When the plan of 
using the multiple life policy in its 
financing program has been sold to the 
organization, the first step is to secure 
the application and send it to the home 
office. Upon notification by the com- 
pany of acceptance of this application, 
the next step is to send to the com- 
pany a list of names of the subscribers 
giving their occupation, date of birth, 
address, the amount of insurance de- 
sired, and also a check covering the 
first annual premium on the lives sched- 
uled. The schedule should be made 
out as follows: 

List Submitted for Schedule of 

Insured 

Full Name, Benjamin Franklin. Oc- 
cupation, Printer. Date of Birth, Jan. 
17, 1706. Address, 11 Elm St., Phila- 
delphia. Amount of Insurance, $0000. 

When this is received at the home 
office the insurance on those lives re- 
quiring no evidence of insurability im- 








Inasmuch as most 


ceased subscriber. 
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mediately becomes effective. Insurance 


on the lives requiring evidence of insyr. 
ability becomes effective as soon as sat. 
isfactory evidence thereof is furnished 
to and approved by the company at jt 
home office. 

As additional subscriptions are ge. 
cured, additional schedules similar to 
the first are to be forwarded to the 
company together with checks for the 
premium and when all subscriptions are 
in, the policy is issued and sent to the 
organization. Should the remittances 
made by the organization be in excess 
of the first annual premium required 
any over-payment will be returned. 

The company will include additionaj 
subscribers under the multiple life policy 
at any time within six months after date 
of issue of the policy. Such additional 
insurance will be granted on the same 
basis as the original insurance and at 
the end of each month during this six 
month period the company will issye 
amendments covering the additional jn. 
surance. After six months new policies 
must be issued with a minimum of 59 
lives. 

If during the first policy year the or- 
ganization shall certify to the company 
that any person insured under the policy 
has failed to pay his subscription, the 
company will thereupon cancel the jp- 
surance on the life of such person and 
refund to the organization the pro rata 
portion of the first year’s premium 
charged for such cancelled insurance 
from the date of cancellation to the end 
of the first policy year. 


Some Hints Are Given for 
Average Rate Book Carrier 


(CONT'D FROM PRECEDING PAGE) 


in-law, uncles, sisters, aunts, nieces, and 
friends who have been bereaved recently, 
* 2 8 

A death in the family or neighborhood, 
especially of a comparatively young per- 
son, brings directly home one or two 
salient facts. Either the life insurance 
owned is a wonderful thing or the lack 
of it is a tragedy. In many communities 
birth and marriage leads are worked to 
death, figuratively speaking, but the long 
list of prospects who are brought closer 
to wanting life insurance because of a 
death is often overlooked. Too fre- 
quently the salesman who delivers a set- 
tlement check confines his sales efforts 
afterwards to just the immediate family. 
Often, too, in the case of older persons 
who have no insurance, the recently be- 
reaved and often suddenly insurance- 
conscious relatives are not favored by a 
call from any salesmen. A short time 
ago a man showed surprisingly keen 
interest in life insurance on a cold first 
canvass. I was a little perplexed by his 
apparent eagerness to sign up until he 
remarked that he would like to take a 
larger policy now but his father’s death 
and incidental expenses had left him 
temporarily embarrassed. However, he 
came in the office and paid his first sem! 
annual within two weeks. 


Clients Are Classified 


The Detroit staff of the Aetna Life 
has completed a survey as to sources 
of new business during the past year, 
finding that salaried employes consti- 
tuted 20.2 percent; wage earners, 132 
percent; women, 13.2 percent; salesmen 
12.7; proprietors of business, 8.8; & 
ecutives, 7.4; junior executives, 6.3; 
students, 6.3; miscellaneous, 4.2; Pro 
fessional, 4.1, and farmers, 3.6. 


It is not necessary to figure or — 
with the “Little Gem Life Chart.” Ordl- 
nary Life Net Costs are shown at we 
age, 20-53, inclusive, and at 55 and 60. 
Order at your company club rate from 





The National Underwriter. 
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The Interview’s the Thing 


In reply to the declared opinion that “life insurance 
must be hard to sell,”’ one of the most successful men in 
the business today—a man whose earnings in the last 
fifteen years have reached most gratifying figures— 
made the positive and interesting statement that life in- 
surance is almost the easiest thing in the world to sell and 
that, as a matter of fact, zt sells itself. 





His idea is that by far the most important feature 
connected with the writing of life insurance is the znter- 
view. ‘That once effectively begun, the rest is routine. 


Reflection shows that the interview is all-embrac- 
ing. Itis salesmanship personified. It means complete 
preparation and equipment on the part of the agent and 
the arousal of moving interest on the part of the 
prospect. 


Every living man has some life insurance need. 
The interview will disclose it. Every Northwestern 
Mutual Agent has an ample coverage for that need, 
and the interview will supply it. 


A real interview, tactfully prepared and diplo- 
matically perfected, in which there is a trained North- 
western agent on the one side and a reasonable man on 
the other, must result in the discussion of life insurance. 
When that ensues, the application naturally follows. 


. It is the zmterview that sells the life insurance. 


THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


Milwaukee, Wisconsin 






































